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Pennsylvania Can’t 
Bar Lawyer as 
Part-Time Agent 


Court Issues Mandamus Com- 
pelling McCulloch to Give 
Certificate 





DECISION OF IMPORTANCE 





University Graduate and Trust- 
worthy Attorney Qualified 
to Sell Insurance 


Because of the widespread interest in a 
decision of the Court of Common Pleas 
of Dauphin County, Pa., (Harrisburg), 
ordering Insurance Commissioner McCul- 
loch to grant an agent’s license to a lawyer, 
Amos K. Deibler, of Shamonkin, Pa., who 
intends to devote only part-time to the fire 
insurance business, (the appointment hav- 
ing been made by the Mechanics & 
Traders,) THe EasterN UNDERWRITER is 
printing herewith extended extracts from 
the decision. 

The commissioner turned down the re- 
quest for the license as the applicant is a 
practicing attorney. Mr. Deibler there- 
upon petitioned the court for a writ of 
mandamus commanding the commissioner 
to issue the certificate, which has been 
granted. 

A Clear Cut Issue 

The court presents the issue as clear cut. 
It is whether the insurance commissioner 
was justified in refusing to license an insur- 
ance agent or broker because he was a 
practicing attorney, and, therefore will de- 
vote only part of his time to the insurance 
business and the other part of his time to 
his law business. 

The court says that to make a decision 
it was necessary to examine minutely the 
Act of May 17, 1921, P. L. 789-810, sec- 
tions 601, 602, 603, which not only tells 
who may be licensed as agents but also 
describes the duty of the commissioner to 
pass upon and determine when a license 
may be issued to an applicant who has been 
appointed by a company in a particular 
locality. 

Under this statute an agent is described 
as an individual, co-partnership or corpora- 
tion, authorized in writing by a company, 
association or exchange (a) to solicit 
risks and collect premiums, and to issue or 
countersign policies in its behalf; or (b) 
to solicit risks and collect premiums in its 
behalf. Also, a person, not duly licensed 
insurance broker who for a compensation 
solicits insurance on behalf of any insur- 
ance company, association or exchange, or 
transmits for a person other than himself 
an application for a policy of insurance to 
or from such company—or offers or as- 
sumes to act in the negotiation of such 
insurance, shall be an insurance agent 
within the meaning of the act. 

No Time Set Upon Activities of Insur- 
ance Agents 

_At the start the court says that the sec- 

tion does not prescribe what amount of 

time the agent must devote to the insurance 


(Continued on page 22) 




















PHOENIX 


Assurance Company, Ltd., 


of London 
100 William Street, New York 


A corporation which has stood the test of time! 
143 years of successful business operation. 
World-wide interests. Absolute security. 


Excellent Service and Facilities. 


PHOENIX 


Indemnity Company 


75 Maiden Lane, New York 
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SERVICE and BROKERAGE 
DEPARTMENT 


CHAS. F. ENDERLY, Manager 
122-126 William Street, New York City 


FIRE—AUTOMOBILE—MARINE 


INSURANCE COMPANY OF 
NORTH AMERICA 


PHILADELPHIA 


The Oldest American Fire and Marine 
Insurance Company 























The New Year’s Gates 


(1) A sound financial situation. (2) Abundant capital 
for worthy enterprises. (3) Small merchandise inventories. 








(4) Commercial and industrial conditions improved. (5) 
Construction on a grand scale nearly everywhere in the 
United States. (6) A more general spirit of fair play 
toward railroads and the larger corporations. (7) A brighter 
day abroad. 


The PENN MUTUAL during 1925 will still further imarove the quailty 
it gave to 


and extend the strong co-operative service which in 19: 
Field representatives. 


The Penn Mutual 


Life Insurance Company 
Philadelphia, Pa. 


Organized 1847 





They open into a period of unequaled opportunity. These are factors: 





Equitable Will 


Now Issue Line 
Of $700,000 


Travelers at $600,000; Aetna Life 
Has Increased Maximum 
to $400,000 


BIG JUMP IN FACILITIES 


New York Life and Equitable 
Lead All in Net Line By 
Retaining $300,000 


The life insurance facilities of the coun- 
try have been greatly enlarged recently 
by large increases by several companies 
in the maximum amount that they wiil 
issue on one life. The Equitable Life As- 
surance Society has raised its previcus 
limits of $300,000 to $700,000; The 
Travelers to $600,000, and the Aetna Life 
has jumped from $250,000 to $400,000. The 
Union Central Life now has a maximum 
of $500,000, but retains only $100,000. 

The next highest limit is that of the 
New York Life which is $300,000. Drop- 
ping to the next mark of $250,000, there 
are the Metropolitan Life, the Mutual Life, 
The Prudential and the Continental Life 
of St. Louis, but only the first three com- 
panies named write net lines of $250,000. 
The maximum limits issued are really not 
a true gauge of the insurance facilities 
of companies, as usually a considerable 
percentage of the amount issued is re- 
insured and many companies have no 
maximum limits, retaining a modest line 
for themselves and depending upon re- 
insurance facilities for the remainder. 

Other companies to raise their limits 
during the past week are the New Eng- 
land Mutual from $100,000 to $200,000 
and the Home Life of New York from 
$100,000 to $150,000. 


Leaders in Net Amount Retained 


In net amount retained the New York 
Life and the Equitable Life of New 
York lead all other companies, each 
writing a net of $300,000. Next in net re- 
tained comes the Metropolitan, Pruden- 
tial and Mutual Life of New York with 
$250,000 each. 


Depend Upon Reinsurance 

Among other leading companies im 
amounts issued are the $200,000 group 
composed of Mutual Benefit, Massa- 
chusetts Mutual, Penn Mutual, Phoenix 
Mutual, Travelers and New England 
Mutual. The John Hancock Mutual 
went to its present $175,000 limit im 
1923. 

The recent increases in maximum limits: 
are regarded as very significant, especially 
in view of the fact that in a number of 
cases in the past few years the entire 
life insurance facilities of the country 
have been used up in placing one line 
In most cases, of course, the maximum 
limits issued do not indicate the amount 
of retention as the great majority of com- 
panies will issue a much larger line than 


(Continued on page 8) 
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Need for a United Movement 


Twelfth Paper 


The life insurance business is conducted with scrupulous care. By adhering 
to high ideals the companies have earned the confidence of the people. But one 
evil exists that ought to be remedied. This is the ‘‘twisting’’ of life insurance 
out of one company into another. 


It is the province of our life insurance companies to build up: not to tear 
down. And it is the duty of the field representatives of these companies to do 
constructive work. Now the work of the ‘‘twisting’’ agent is not constructive, 
but destructive. 


There was a time when there were but few policy forms. Today there are 
many forms because there are many insurance needs. Hence every agent should 
be competent to give sound advee in the beginning, or to give intelligent aid if 
for any reason, such as changed conditions, a readjustment is desirable. 
And with such a bewildering number of policy forms it is not surprising that 
here and there a man may be found who has a policy that does not meet present 
requirements. If the agent of another company discovers that this is the situa- 
tion, he should aid the policyholder in effecting a readjustment in the company 
in which he is already insured; and may then sell him additional insurance in 
the company represented by him. But if he ignores his customer’s true interests, 
and induces him to surrender his insurance in a sound company on the pretense 
that the company represented—or misrepresented—by him will give him in 
exchange a cheaper and a better policy, he will be guilty of destructive work, 
and will deserve to be branded as a ‘‘twisting’’ agent. 


The agent who gives sound advice and recommends a justifiable change is 
to be commended: not censured. Our only criticism is against deception— 
deception which is easy in dealing with laymen who are unfamiliar with the 
differences in insurance contracts. It is easy, for example, to induce a man to 
give up a policy embodying exceptional benefits, and consequently costing more, 
for a contract which costs less but lacks these advantages. ‘And just here is 
where the ‘‘twisting’’ agent finds the opportunity to feather his own nest at the 
expense of his customers. 


The Equitable Life Assurance Society of the United States believes that 
all the companies should unite in stamping out this evil. Undoubtedly all 
reputable companies favor its elimination, but in some cases interest thus far 
has been passive rather than active. The Equitable Society believes also that 
the National Association of Life Underwriters, and every local association, 


should unite in this effort; and, finally, that all the public spirited agents of 


every company should combine to drive agents of this kind out of business. 


THE EQUITABLE LIFE ASSURANCE SOGIETY OF THE UNITED STATES 


393 SEVENTH AVENUE, NEW YORK 
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Successful Conference 
of Home Life Fieldmen 


INCREASED LIMITS ANNOUNCED 





Agency Organization Discussed With 
Executives in Large Convention 


in New York 





The agency association of the Home 
Life of New York, held its seventeenth 
annual convention Tuesday and Wed- 
nesday of this week at the Waldorf-As- 
toria. This convention, a success from 
every standpoint, was in the nature of 
a round-the-table conference which 
proved to be popular with the general 
agents who had gathered from all parts 
of the country. 

After words of welcome from C. A. 
La Croix, president of the association, 
on Tuesday morning, an announcement 
was made by President Ethelbert J. 
Low that the Home Life has increased 
its limits to $150,000 on first class male 
risks from ages 21 to 49, the limit for- 
merly being $100,000. Of this amount, 
not more than $75,000 will be issued on 
the term of liberty plans. This news 
was received enthusiastically as it will 
be an incentive for greater production. 

Russell M. Simons, New York City, 
presided at the Tuesday afternoon ses- 
sion on general agency organization, 
with a discussion of the plans that have 
been found most successful in the de- 
velopment of an agency organization, 
The advantage of Home Life represen- 
tation was particularly stressed at this 
meeting. The day’s activities ended with 
an informal buffet super, during which 
such problems as city and country con- 
ditions and how to meet them, standard 
types of contracts for agents and other 
matters of related interest were dis- 
cussed. 

The sessions on Wednesday were 
given over to a joint consideration by 
agents and executives of the company 
of the problems presented at Tuesday's 
meetings, with a farewell banquet in the 
evening. 


JOHN HANCOCK CHANGE 





C. A. Duffield Made Assistant Superin- 
tendent of Agencies; H. G. Saul 
Goes to Los Angeles 
Chester A. Duffield, present general 
agent of the John Hancock Mutual Lite 
for Southern California, with headquar- 
ters at Los Angeles, has been appointed 
assistant superintendent of agencies at 
the home office, made vacant by the re- 
cent resignation of Henry G. Wisch- 
meyer, to become the company’s gen- 

eral agent at Cleveland, Ohio. 

Mr. Duffield is well known in the 
field and also at the home office, where 
he was for many years. He opened and 
organized the company’s new branch at 
Los Angeles with great success. 

As a successor to Mr. Duffield, the 
company has appointed Harold G. Saul, 
who has been connected with the Boston 
ordinary agency under General Agent 
Marsh, for the past six years. 





HAS ITS LOWEST NET COST 
Equitable Life of Iowa Makes New 
Dividend Apportionment Giving Net 
Lowest in Experience 
The Equitable Life of Iowa announces 
the payment of extra dividends to policy- 
holders, amounting to $350,000. This is 
in addition to $2,050,000 apportioned un- 
der the regular dividend scale and $150,- 
"0 to be disbursed as proportionate 
quinquennial dividends, making a_ total 
of $2,550,000 in dividends to be paid 
to policyholders in 1925. The increase 
in dividends becomes effective with the 
Start of the dividend year March 1, 1925 
The Equitable Life of Iowa has always 
been known as a low net cost company, 
and the new dividend will make the net 
Cost of insurance lower in 1925 than at 
any other time in the history of the 

company. 











The Big Idea 


Every service you render will 
furnish you with an opportunity 
to be of greater service. Service 
will draw policyholders more 
closely to your company and 
make them: feel that you are ex- 
tending to them every considera- 
tion consistent with up-to-date 
business methods and principles. 
Thus you will win their commen- 


dation, gratitude and praise. 


If these objects are accom- 
plished, then it must follow as 
naturally as we expect tomorrow’s 
sun to rise that policyholders will 
spread your name and fame and 
open the way for your greater 
success and increasing service. 
Service is worth while. It is BIG. 
Have you thoroughly sold your- 
self on the idea? 


The Prudential 


Insurance Company of America 


Epwarp D. Durrtetp, President 


siatects 
Ciemattan” 


rt > 


a Home Office: Newark, New Jersey 








A Chicago Vignette 
of New York Dinner 


HOW IT STRUCK NEW REPORTER 





Thurman’s Chart Fascinated Head Table 
But Puzzled Others; Trust Com- 
pany Man’s Talk 





Roger A. Crane, a very handsome and 


very intelligent young reporter from Chi- , 


cago, has arrived in New York to give the 
once over to this cold metropolis and to 
send back his weekly observations, 
(“mail Century—don’t wire except for 
very late news.”) 

The first dinner Mr. Crane attended in 
New York was the Life Underwriters’ 
on Tuesday night at the Astor. He was 
asked by this paper how he was im- 
pressed. 

“l enjoyed the banquet as much as‘I 
could see and hear of it,’ began Mr. 
Crane. “But first of all, I want to ex- 
press my admiration for the facility with 
which the underwriters can pick their 
way through the labyrinths of your ho- 
tels. The Astor has three entrances and 
as many as fifteen or twenty dinners a 
night. It took me sometime to find out 
which minion or agate or six-noint at- 
tendant could direct me to the insurance 
dinner. Eventually, I learned it was {it 
the Belvedere room, but as I was about 
to hop to the elevator three old college 
friends of mine from Keokuk, Kokomo 
and Kankakee (yes, those towns are on 
the level) greeted me. 


Finally Found Banquet Room 


“In the excitement I forgot the name 
of the room and started to locate the 
most impressive of the lads standing 
about in the Duke of Wellington uni- 
forms. Being somewhat good on eu- 
phonics, I asked him on which floor was 
the Vere De Vere room. “There ain't 
no such room,” he replied. “Well,” I 
suggested, “mayhaps it is the Profiteer 
room.” “They’re all profiteer rooms, 
sir,’ was his rejoinder, “Is it possible 
you want the Belvedere room?” 

“So T got out on the tenth floor. 
was half a block to walk to the check 
room which was facing the Broadway 
front; I then retraced my steps to the 
dining room, which was near Eighth 
Avenue, two representatives of the Life 
Underwriters, with ribbons, courteously 
directing me. 

“T found five hundred present, much 
more than attend monthly life dinners in 
Chicago. Those at the speakers’ table 
were a handsome set of men. And, 
please publish that statement as I ex- 
pect to call on all of them for news a 
little later! 

Loud Speakers 


“Well, the room was a rectangular 
affair and that, I am afraid, is bad, as 
there is no way in such a room that 4 
speaker can face more than about one 
hundred out of the five hundred present. 
However, New York is very resourceful 
and President Harry Morrow had used 
the latest scientific apparatus, including 
amplifiers and horns so that all could 
hear, which they could when the horns 
worked. This is a New York refinement 
exclusively. Out in Chicago we are 
never bothered by not being able to 
hear people talk as there are some life 
underwriters there who could speak on 
an upper floor of the La Salle and be 
heard easily in the Brevoort, some dis- 
tance away!” 

Here, The Eastern Underwriter man 
interjected a remark, “Very interesting, 
Mr. Crane, but what about the speaking 
on Tuesday night?” 

Mr. Thurman’s Masterly Psychology 

“T was just about to get to that. You 
know we take our time about things in 
Chicago. Well, the first speaker was 
Oliver Thurman, head of the agency de- 
partment of the Mutual Benefit. He in- 
trigued me immensely as his talk was 


distinctly elevated and full of words that 


(Continued on page 6) 
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Security Mutual 
Plans Development 


AGENCY DEPARTMENT CHANGES 


Company Names F. L. Mable Superin- 
tendent of Agencies; Advances Sev- 
eral Home Office Men 


President David S. Dickenson of the 
Security Mutual Life of Binghamton, 
New York, announces a number of im 
portant changes at the home office of th: 
company, in connection with plans for 
increased development work, chief of 
which is the appointment of F. Leon 
Mable as superintendent of agencies to 
succeed C. H. Jackson, who leaves the 
Security Mutual Life to become super 
intendent of agencies for the Scranton 
Life. 

Mr. Mable has been with the Security 
Mutual for eigheen years, having en 
tered its service in 1906 as a clerk. He 
has been assistant superintendent of 








F. LEON MABLE 


agencies for several years, and in that 
capacity travelled constantly through the 
company’s territory and is accordingly 
thoroughly familiar with its field work. 

George S. Cannon has been made as 
sistant superintendent of agencies and 
will continue work he has already been 
doing in building up the Philadelphia or 
ganization. 

W. E. Thompson, who has been with 
the Security Mutual for more than a 
quarter of a century, and since 1918 has 
been assistant secretary of the company, 
has been appointed agency secretary. 

Leigh Morse, who has been assistant 
actuary of the company since 1916, has 
been appointed assistant secretary in 
charge of the department of issue and 
plans are being made to greatly facilitat: 
the service to the field organization. 

Clark R, Jackson, formerly agency sec 
retary, has been made director of pub 
licity in charge of advertising and sales 
promotion. 


COATES OPENS OFFICE 


Former Actuary of Western States Life 
Becomes a Consultant In San 
Francisco 

3arrett N. Coates has opened offices in 


" the Dividend Building, 354 Pine Street, 


San Francisco, where he will engage in 
general consulting practice. For five 
years he has been assistant secretary and 
actuary of the Western States Life, also 
handling the publicity of that company. 
His training has been varied and has in- 
cluded responsible actuarial positions in 
a State Insurance Department, a leading 
fraternal order, and a legal reserve com 
pany, one of the largest in the West. 
During the five years of this latter con- 
nection special attention has been given 
to office management and to the prepara 
tion of leaflets, bulletins, advertising 
copy and general publicity. 


METROPOLITAN AUDITOR DIES 


Walter R. Quick Was With Company for 

Thirty-eight Years; Made Auditor 

in 1913 

Walter R. Quick, auditor of the 
Metropolitan Life, died suddenly Friday, 
January 9, at the home office from a 
stroke of apoplexy. Mr. Quick had had 
long and useful connection with the 
Metropolitan. 

He Joined the company March 14, 1887, 
in the bookkeeping department of the 
audit division. About June, 1889, he was 
promoted to be assistant to the Secre 
tary and served in that capacity until 
January 1, 1890, when he was transferred 
again to the-audit division. In May of 
that year, he was promoted to a posi- 


tion in the cashier’s division and re- 
mained there until August 25, 1901, 
when he went to the Pacific Coast at the 
time the head office was established 
there. 

Almost immediately thereafter, the 
Metropolitan absorbed the industrial 
business of the Pacific Mutual Life and 
the work of bringing the accounting 
system of the two companies into 
harmony devolved upon him and was 
carried out with entire success. Many of 
the innovations which he introduced on 
the Pacific Coast have been adopted 
in the home office. He served as cashier 
of the head office until 1910 when he 
came back to the home office, being ap 
pointed on October 15, of that year, as 
assistant to the then treasurer to super- 


vise the general accounting work of the 
home office. He served in that capacity 
until January 21, 1913, when he was ap- 
pointed auditor and as such had super- 
vision of the accounting details of the 
business. 

Funeral services were held on Sunday 
at the Huguenot Memorial Chapel. 


THE BUFFALOES 
The Loyal Order of Buffaloes, Newark, 
which was organized in 1912, has shown a 
new lease of life, and in the fraternal insur- 
ance papers page ads are being run in which 
it is announced that organizers are wanted 
on a commission basis, with a promise of 
earnings of $5,000 to $10,000 a year. Irvin 

P. Snyder is Supreme Secretary. 











Helping Santa Claus and 
Helping Providence 


since Ww 





can remember. 
actually shaken hands with him. 


RRRVRRNUL 


But have you noticed that Santa Claus needs a good deal of help? 
chimneys are built so small, and so many families often live under one roof, Santa 
Claus has to invoke the help of a lot of people in making deliveries. 


F course, we all believe in Santa Claus. We have been the recipients of his favors ever 
We have seen him in shop windows, and some of us have 


Now that 


He is on the job 


all the time, seeing that the presents are provided, but he can’t attend to the deliveries as he could 
years ago when houses were smaller, chimneys larger, and there was more snow on the roofs. 


And people who help Santa Claus seem to catch something of the spirit of the jolly old saint 


himself. 


Their faces become wreathed in smiles; their eyes twinkle; and they have the air of people 


who know good news, but are not quite ready to tell it. They are “mystery” men and women whom 


children are eager to serve and please. 


We all believe in Providence, and that “Providence will provide.” 


to fit the fact. 


does. 


HELPING PROVIDENCE 


It’s lots of fun to help Santa Claus. 


In fact, the word was invented 


But Providence needs our help in making deliveries,—very much as Santa Claus 
When men lived close to the sources of life, got their food direct from the soil, the bush, 


the vine and the tree, when they sheared their own sheep, raised their own cotton and flax, spun 


and wove their own yarn and m 


direct than it is now. 


anufactured their own clothing, 


the work of Providence was more 
Providence provides the raw material,-with some help, of course,—but most 


of us must now help Providence in the matter of preparation and distribution. 


IT’S THAT WAY WITH LIFE INSURANCE 


Providence gives health and the power to earn money. 


But what will be the length of any 


single life is a mystery that no man can solve. But Providence has ordained a law of life in the 


mass. 


surely be a hard fate. 


If it were known how long the individual would live, there could be no Life Insurance, and the 
man foredoomed to die young could make no adequate provision for his dependents! 


That would 


Providence ordains the law of life in the mass, as expressed in the mortality table; the economic 
law of increase, as expressed in money at interest; then man steps in with his helpful life insur- 


ance machinery, 


and, presto! the thing is done. 


One need not leave a dependent family without 


means, nor an incumbered estate, if he will help Providence, or let Providence and the life insur- 


ance company help him. 


It’s great fun to help Providence, or let Providence help you. 


Try it while 


the Christmas thrill is still fresh in your heart and you'll get a thrill that will last a lifetime. For the 
best method, see an agent of the 


NEW YORK LIFE INSURANCE COMPANY 


MRRRRRKKY, 


DARWIN P- KINGSLEY 


Presiden 


Not a Commodity, But a Service 
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J. C. McNamara General 

Agent For Guardian 
AGENCY ALREADY ORGANIZED 
Production Plans Well Under Way; Ex- 


tensive Educational Work to Be a 
Feature 





John C. McNamara, Jr., has been ap- 
pointed a general agent for the Guardian 
Life in New York City. The agency is 
already under way as the John C. Mc- 
Namara Organization with offices at 25 
Church Street, and forty-four full time 
agents and a_ considerable following 
among general and independent insur- 
ance men. Mr. McNamara is well known 
to the insurance fraternity from his pre- 
vious life insurance connections. 

At a special agency meeting last Satur- 
day the Guardian Life connection was 
announced to the John C. McNamara 
Organization and a demonstration of en- 
thusiasm wound up the occasion. Two 
hundred and fifty of the leading surplus 








JOHN C. 


McNAMARA, Jr. 


producers and friends of Mr. McNamara 
received the announcement by night let 
ter and on Monday morning messengers 
delivered Guardian Life kits to them. <A 
special drive for applications from ail 
hands the first week has been. started 
and more than $500,000 has already been 
written. 


Strong Personnel 


Mr. McNamara is starting his new 
connection with an exceptionally strong 
personnel and he will shortly announce 
the appointment of a superintendent of 
agencies, a broker’s manager and a gen- 
eral production manager. William F. 
Schaffner, who has had a long train- 
ing in accounting and auditing, has been 
installed as cashier. 

A strong personal salesman himself, 
Mr. McNamara is especially qualified 
in handling taxation, business and in- 
come insurance. He has had plenty of 
organization and agency executive ex- 
perience and is a strong advocate of mer- 
chandising of life insurance by break- 
ing resistance to the interview by adver- 
tising and direct by mail methods. 

For the education work of the agency 
Mr. McNamara plans to have during 
February five lectures a week from 5.15 
to 6.15 p. m. by a group of strong speak- 
ers. An educational course by mail and 
an agency paper are other features that 
will be started. 

On graduating from Georgetown Uni- 
versity in 1915, Mr. McNamara began 
his life insurance career with the Mutual 
Benefit in New York and has had ten 
years’ experience and is still under thirty. 











Massachusetts Mutual. 


to any real worker in the field. 








A Company With Friends Everywhere 


The agent who is selling insurance in this Company, which for seventy- 
three years has been rendering unexcelled service, does not work alone. 
Wherever he may be, he finds enthusiastic friends ready to help him by 
testifying that there is no better company in the land than the old 
Its enviable record for service and the low net 
cost of the protection furnished make a combination that assures success 


JOSEPH C. BEHAN, Superintendent of Agencies 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts 
Incorporated 1851 . 

















He was associated with J. Elliott Hall 
as general agent for the Massachusetts 
Mutual. In 1923 that general agency 
Mutual. In 1923 that general agency 
paid for $17,550,000. 


MADE BOSTON GENERAL AGENT 
Vernon B. Swett Succeeds F. J. Hammer 


Who Retires From Active Busi- 
ness; Oldest Agency 


frank J. Hammer, for more than 
thirtv-eight years connected with the 
Provident Mutual Life and for many 
years past general agent for the com 


pany at Boston, has resigned and retired 


from active business. He first connected 
with the Provident in Chicago in 1886 


where his brother, Charles D. Hammer, 
was general agent. He later went to 
Kansas City, and in 1891 he joined his 
brother who had meanwhile been ap 


pointed general agent in Boston. 

Mr. Hammer is succeeded as general 
agent at Boston by Vernon B. Swett 
who hatl entered the service of the 
Provident in 1896, became assistant gen 
eral agent in Boston in 1911 and was 
formally admitted to the firm in 1916. 

The Boston general agency is the old 
est agency of the Provident Mutual. 


JOINS LIFE PRESIDENTS 


Western Union Life of Spokane Is 
Fifty-seventh Member of Associa- 
tion; Organized in 1906 

The Western Union Life of Spokane, 
Washington, has been elected to mem 
bership in the Association of Life In 
surance Presidents, this being the fifty 
seventh member of the Association. 
Forty-eight members are domiciled in the 
United States and nine in Canada. 

The Western Union Life was or 
ganized in 1906 and begun business the 
same year. Its president is R. L. Rutter. 
The admitted assets of the Western 
Union as of December 31, 1923, were $7, 
982,995 and its insurance in force at that 
date amounted to $54,700,000. 


EQUITABLE SOCIETY FIGURES 
Paid for $621, 000,000 in 1924; Metro- 
politan Agencies Set New Record 
for Their Group 
The Equitable Life Assurance Society 
paid for over $621,000,000 during last year, 
a gain of more than $37,000,000 over the 

previous year. 

The New York Metropolitan agencies 
of the Society had the largest month in 
the history of the agencies during De 


cember, when the paid for during that 
one month was $19,957,513. The total for 
the Metropolitan agencies for the year 


reached $179,980,151. 
high mark for 


This was also a new 


these agencies. 


JOHN HANCOCK CHANGES 


Company Appoints at Home Office Two 
New Supervisors of Agencies and 
Field Supervisors 

Vice President Eaton of the John Han- 
cock Mutual Life has announced the fol 
lowing changes in the agency department 
of the home office organization. John P. J. 
Kidney has been promoted to supervisor 
of agencies, Mr. Kidney has had long ex 
perience with agency affairs. Harry J 
Koops has also been advanced to supervisor 
of agencies. Mr. Koops has been with the 
company since 1899, and has been an active 
home ofhee representative since L908, cover 
ing the western districts. 

Kdwin M. Winslow has been promoted 
to field supervisor, having supervision over 
the New [england regional territory. W. 
Homer Bland, formerly field accountant, 
has also been advanced to field supervisor 
in charge of western territory. 


ISSUES TAX BOOKLET 

The Mutual Life has issued a 
booklet on inheritance and gilt 
covering both the federal and state law 
There is a general discussion of — th: 
subject with special reference to the de 
pletion of shown by actual 
instances. Illustrations of the amount 
of tax on various sized estates is given 


handy 
taxe 


estates as 
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Provident Mutual 


Life Insurance Company of Philadelphia 





cent of 
Provident Mutual is upon the lives of old policyholders 

who not only evidence their satisfaction by insuring their own 

lives, but by recommending the Company tc their friends. 


SPECIALLY valuable to the agents of the Provident Mutual 
is the active good will of those whose Old Age Endowments 


Founded 1865 


the new business o1 the 

















Eliminating Group, 
D. A. Day Agency Leads 


GREAT RECORD 





IN CHICAGO 


Mutual Life Office There Pays for $44,- 
426,000 in 1924; Hart & Eubank 


Second 
THe Eastern UNDERWRITER has re- 
ceived from Darby A. Day, manager of 


the Mutual Life in Chicago, this week the 
official figures of that agency which is lead- 
ing the country at the present time, if 
group be eliminated. The Day agency 
does not write group. 

The total amount of insurance paid for 
in 1924 was $44,426,000, divided as follows: 


Full Year Paid For, $37,108,000. 

Quarterly and semi-annual premiums, 
$4,862,500. 

Term Insurance for Year, $2,455,500. 


It develops that the Hart & Eubank 
agency wound up the year in second posi- 


tion in the United States, as, excluding 
group, it wrote more than $42,000,000. 
While the Edward A. Woods Agency of 
Pittsburgh, for a great many years the 
leader, paid for more than $48,000,000, 
exclusive of group it paid for over $41,- 
000,000 but under $42,000,000. 


The remarkable feature of the Darby A. 


Day Agency was that its new premium in- 
come amounted to approximately $1,600,- 
000; also, that the manager, Mr. Day, had 


been away from the office about two and 
a half months. 

In a statement Mr. Day says that al- 
though he was disappointed because the 
agency did not reach fifty millions for 
1924, it did) make a slight gain over 1923 
in volume while the paid for jncome 
showed a large increase. 

The Day Agency now has nearly $300,- 
000,000 in force and the number of its 


policyholders on December 31, 1924, was 
74,495. 
\bout 1925 Mr. Day says: “Our goal 


is $50,000,000, not 
premiums or 
year paid.” 


including the fractional 
term, but $50,000,000 full 


AETNA LIFE LEADERS 


Large Increase in Number of Agents 
Who Got in Million and Half Mil- 
lion Dollar Class 
Handsome framed certificates, 
by President Morgan B. Brainard and 
\venev Secretary K. A. Luther, are be 
ing sent by the Aetna Life Insuranes 
Company to 192 agents throughout the 


signed 


country, whose personal production ha 
amounted to a quarter of a million do! 
lars or more during 1924 

live of the certificates have the word 
“One Million Dollars” lettered in gold 
Phey were awarded to EF. A. Berthold, 
New York; I’. M. Reinmund, New York; 
|. W. Heisse, Baltimore; I. C. Zart, De 
Moines, and J. S. Maryman, Little Rock, 
the million dollar producers for the year 
Chirtv-eight certificates, with the words; 
“Five Hundred Thousand Dollars” let 


tered in silver, are ready for the half 
million group. 

The increase in the number of big 
Aetna Life producers over 1923 has been 
notable. In that year but three one mil 
lion dollar agents qualified. There were 
only eleven half million dollar men in 
1923 as against thirty-eight for 1924, and 
but eighty-three quarter million dollar 
producers compared to 149 last year. 


PROVIDENT MUTUAL CHANGES 


Spiller Hicks Becomes General Agent at 
Richmond and C. R. Moseley at 
Spartanburg, S. C. 

Spiller Hicks, who had previously been 
associated with the Richmond, Virginia, 
Agency as District Agent at Bluefield, 


has been appointed general agent with 
temporary headquarters at the latter 
place. The territory includes several 


counties in southwestern Virginia and 
other counties in southern West Virginia. 

Carlos R. Moseley, previously con- 
nected with the Union Central, has been 
appointed general agent at Spartanburg, 
South Carolina. 
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Lowest Mortality In 
Company’s Experience 


HEALTH RECORD FOR NOVEMBER 
Metropolitan Life Death Rate was 7.8 
Per 1,000 That Month on In- 
dustrial Policyholders 
The November death rate of 7.8 per 1,000 
is the ieee st ever recorded for that month 
among Metropolitan Life industrial policy- 

holders. 

The November record for every impor- 
tant cause of death is favorable, and par- 
ticularly so for typhoid fever, for the prin- 
cipal epidemic diseases of childhood, tuber- 
culosis, organic heart disease, pneumonia 
and puerperal diseases: Among deaths due 
to violent causes, suicides and automobile 
accidents showed increases both over Octo- 
ber, 1924, and November of last year. 
There were also more homicides than in 
October, but there was a decline in the 
rate as compared with November, 1923. 
lor all accidents combined, the rate de- 
creased both from the October figure and 
from that for November of last year. 

The general death rate for the large cities 
of the United States during November 
was 12.0 per thousand. This is higher than 
the rate for the previous month (11.3) 
but is lower than the figure for November 
a year ago (12.2). There was reported 
increased sickness, as compared with Octo- 
ber, from diphtheria, influenza, measles, 
scarlet fever, smallpox and whooping 
cough, but there were fewer cases of 
malaria, poliomyelitis, and typhoid fever. 
Comparisons with November, 1923, shows 
that influenza, poliomyelitis, and smallpox 
were more prevalent this year, but that 
there were fewer cases of diphtheria, 
malaria, measles, scarlet fever, typhoid 
fever and whooping cough. 


NEW PRUDENTIAL OFFICES 
One Here Under Management of Henry 
Loeve, Other Managed by A. Hender- 
son; T. F. Grady Also a Supt. 


The Prudential has opened two new dis- 
tricts in New York City to be known re- 
spectively as New York No. 4 and New 
York No. 13. New York No. 4 is under 
the management of Henry Loeve, for- 
merly an assistant in New York No. 1 
He has been twenty-seven years with 
the company, and has always been a 
successful Ordinary writer. A. Hender- 
son, formerly superintendent of the New- 
burgh, N. Y., district, will manage New 
York No. 13. 

To fill the vacancy caused by the death 
of Superintendent A. Chobotsky, Thomas 
I’. Grady was appointed superintendent of 
New York No. 6. Mr. Grady, an ener- 
getic and loyal worker, joined the Pru- 
dential as an agent in New York No. 1 
in 1894, 

Frank L. Shurter, formerly super- 
intendent at Haverstraw, N. Y., district, 
was made superintendent of the New- 
burgh, N. Y., district, replacing Superin- 
tendent A. Henderson, who will manage 
New York No. 13. Mr. Shurter, starting 
as an agent for the company at Kings- 
ton, N. Y., in 1907, advanced quickly to 
position of assistant superintendent at 
the Peekskill district and then at Haver- 
straw 


METROPOLITAN BUYS PROPERTY 





Company Adds to Real Estate Holdings 
‘ in Twenty-Fourth Street and on 
Fourth Avenue 
The Metropolitan Life has added to 
its real estate holdings in the block 
bounded by Fourth and Madison Ave- 
nues, Twenty-fourth and Twenty-fifth 
Streets, by purchasing from Samuel 
Harris the Schwab Building at 330-32 
Fourth Avenue and the two buildings 
at 29-31 East Twenty-fourth Street, 50 
by 100 feet on the avenue and 40 by 50 
feet in the street and comprising an “L” 

shaped parcel. 

The company also purchased from 
William McKay the adjoining building 
at 33 East Twenty-fourth Street. 
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EQUITABLE LIFE OF IOWA 


Now Occupies Its 


New 18-Story 
Home Office Building 











With increased! facilities, it is now 
better prepared than ever before 
to render service to its policyhold- 
ers, agents and friends. 


in Des Moines 








New York Dinner 
(Continued from page 3) 


were explained to me in my psychology 
classroom days. He told all about the 
inhibitions which keep people from buy- 
ing insurance, and the motivations which 
induce them to give up the coin, and all 
that sort of thing; very highbrow, very 
interesting. 

“Then he pulled one of the cleverest 
psychological things T ever saw. He 
turned to two huskies at the table and 
asked: ‘I wonder if I could have the 
assistance of these gentlemen to handle 
my chart for me?’ The huskies went to 
a curtain on the wall behind where Mr. 
Thurman was standing and unveiled a 
piece of paper, which was bigger than 
a writing pad but not much larger than 
one of the New York tabloid newspapers. 
I could just about make it out from my 
table which was 14% feet from the 
speakers’ table. Mr. Thurman then 
pulled out a lead pencil and drew a smail 


dollar mark in what looked like the 
point of a triangle. Then he drew a 
larger dollar mark in the part of the 
triangle where there is the most space 
(any of the trigonometry boys will tell 
you what part it is.) He showed how the 
dollar is small when first paid in for life 
insurance, but as the years go by and 
the premiums follow one after another 
the dollar gets to be a pretty big one. 


Knockout a la Chart 


“Well, that chart was a_ knockout 
Those near the Forty-fourth Street side 
of the room and those near the Forty- 
fifth Street side couldn’t see a thing but 
their curiosity was aroused, their inter- 
est stimulated, and if they had been 
prospects, their buying mechanisms 
would have started working. The situa- 
tion was made more dramatic when I.. 
\. Cerf, J. S. Myrick and others at the 
speakers’ table pulled out lead pencils 
and made hurried notes as if they could 
hardly wait for the morning to come so 


Connecticut General News 
artford, Conn. 


New Disability Protection 


3eginning January Ist, 


disability 


surance in full force, allow 


yrovisions 
| 


all our 
maintain in- 
waiver 


of premiums, and pay a monthly in- 


come as long as disability continues. 


Income begins at once if disabil- 


ity is permanent, 
(Plan 1), 
(Plan 3) 


180 days 
2), or 14 days 


otherwise after 


90 days (Plan 


The premium for policy including 


the liberal Disability Plan 1 is about 


the same 
for life 


as is ordinarily 
insurance only. 


charged 





they could disseminate the information 
to their agency staffs. 

“Then Mr. Thurman began to tell 
stories of Samuel Sturm, the Cincinnati 
Mutual Benefit agent who leads the 
country for that company and who spe- 
cializes in writing bachelors and other 
people who have ready cash about the 
house, by tracing their life line and show- 
ing how they can protect their earning 
power as all that potential wealth must 
be preserved. As a reporter I must con- 
fess that some of the idealists present 
were a little peeved at Sam’s selling 
methods as he seemed a trifle too mate- 
rialistic, and when Mr. Thurman told 
of the snappy retort of Sam to a man 
who said something about his wife, ‘Oh, 
to h with her (that word is hell), 
let’s talk about you and your future as 
disclosed in your life line,’ they couldn't 
help but wonder whether Sam wrote 
the .case or fell down flat. But evidently 
the materialists present outnumbered the 
idealists because when Mr. Thurman 
quit telling about Sam there were salvos 
of applause. It was a great victory for 
psychology, too. 





Insurance Trust Funds 


“The next speaker came armed with 
a white sheet and a lantern which dis- 
played the most interesting figures about 
econmoic wealth, values, life insurance 
data, ete., on the screen. This speaker 
was Leslie C. McDouall, assistant trust 
officer of the Fidelity Union Trust of 
‘Newark, and a member of the committee 
on life insurance trusts, trast company 
civision of the American Bankers’ As- 
sociation. One of his slides showed that 
in a ten year period ending December 3}, 
i925 payments tor death losses and ma- 
tured endowments have inercased frot: 
$282,798,000 to $563,708,000. This proves, 
he said, that life insurance is one of the 
ost successful cooperative organiza- 
tions in America today. He explained 
the tremendous losses Americans incur 
in bad investments and speculation, and 
also declared that 90% of all estates of 
$5,000 or over are entirely consumed or 
dissipated in a’ period of five to seven 
yezrs. He also said that life insurance 
policies constitute approximately 81% 
of all property left by persons dying in 
the United States. This led up to his 
advocacy of income insurance instead of 
lump sum payments. 

“The speaker then told of the immense 
aid offered by banks in exercising trust 
powers. The speaker gave an explanation 
of the Modern Life Insurance Trust 
Plan. When the trust companies handle 
estates they increase from 100 to 300% 
in value. There are two kinds of insur- 
ance trusts from the trust company an- 
gle—lFunded Life Insurance Trust and 
Unfunded is similar to the various op- 
tions now offered by the insurance com- 
panies, but the speaker said, differs in 
the important element of discretion, and 
it is in this connection that the trust 
companies exercising trust powers may 
be of valuable service to your clients. 
By this plan the insured makes the pol- 
icies payable to the trust company as 
trustee. It collects the proceeds and ad- 
ministers them. The Funded trust dif- 
fers somewhat. At the time the trust 
is established the insured or the donor 
deposits with the trustee income pro- 
ducing securities that will yield sufficient 
anual income to pay the premiums on 
the insurance now in force or thereafter 
obtained. One of the speaker’s best 
lines was this: ‘Life insurance is the 
Faithful Servitor that will prevent the 
wrecking of many estates.’ 

“IT enjoyed the banquet from all an- 
gles and hope to attend more as long 
as the grapefruit supply holds out.” 


The Central States Life of St. Louis, 
commencing on January 1, 1925, is writ- 
ing policies with the premiums, includ- 
ing the first year’s payable either an- 
nually, semi-annually, quarterly or 
monthly, subject to a minimum require 
ment of $10 premium and $1,000 of in 
surance, 
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Newark Agency Gives 
Annual “Pep” Dinner 


MAX HARMELIN’S MEN MEET 





Columbian National Life Newark Agency 
Starts New Year With Sales 
Talk Gathering 





Max Harmelin, general agent for the 
Columbian National Life, in Newark, N. 
J., gave a dinner recently to his agency 
force at the Newark Athletic Club. A 
fine tribute of loyalty was given to Mr. 
Harmelin by his men, and each of them 
set a definite quota of business for 1925. 
In reviewing the past year’s work, Mr. 
Harmelin stated that the agency paid for 
almost $2,500,000 insurance, and that the 
agency had one of the lowest lapse ratios 
of any agency of the company in the 
country. Peter H. Levesen, assistant 
manager, was very good as toastmaster, 
and urged the men on to greater pro- 
duction this year. 

The following agents attended and all 
gave informal short talks: Max Harme- 
lin, manager; Louis Buechler, Max 
Bucs chler, David Green, I. Cardonsky, 
EK. S. Margulies, Julius Kristeller, Peter 
Liftman, H. Asen, Leon = khausen, pe 
H. Waldman, P hilip Walsh, Geo. Brown- 
stein, Morris Lerner, Geo. Rosenbaum, 

Martin Klausner, A. Tinfowitch,  S. 
Horriwitz, Peter H. Levesen, asst. man- 
ager; M. Helfer, A. Stineloff. 


CONTINENTAL LIFE’S GROWTH 


Wilmington Company Increased Assets 
a Million Dollars; In Force Now 
$53,500,000 


The Continental 
Delaware, 


Life of Wilmington, 
had a substantial growth dur 
ing 1924 and closed the year with gains 
in all departments. Its financial state 
ment shows an increase of not far from 
a million dollars in total assets, the actual 
gain being $906,589. Surplus account now 
stands at $1,100,271, an increase over 
last year of $131,961. 

The Continental Life now has. total 
insurance in force amounting to $53,- 
501,815, an increase during the year of 
$6,075,004, or 13%. The steady and per 
sistent growth of the Continental Life 
under the direction of President Philip 
Burnet and his associates is seen in the 
substantial gains that the company is 
able to show in each successive financiai 
statement. At the close of 1912 the com 
pany had only $522,000 of admitted as- 
sets as against the total of $7,097,913 at 
the end of 1924. Gains in other respects 
are on the same scale. The growth oi 
the company has been remarkable and it 
has been sound. 


HAD ITS BIGGEST “INCREASE 
John Hancock Mutual Set a New Rec- 
ord for Itself Last Year With Paid 
For of $22,776,800 


The John Hancock Mutual Life had 
the largest paid for ordinary business 
during 1924 of any year in its history 
The total for 1924 was $201,670,855, which 
is a gain over 1923 of $22,776,800. Of 
the total insurance issued, $86,122,985 
was through the ordinary agencies, their 
total gain for the year being $13,291,349. 
In the Weekly Premium Department 
the ordinary issues amounted to $115,- 
547,870, an increase for the year of $9,- 
485,451, 





J. B. Reynolds, president of the Kan- 
sas City Life, paid his twenty-eighth an- 
nual visit to his old home town, Poplar 
Bluff, Mo., recently, and was given a 
fine reception by his many friends there. 
The Poplar Bluff Daily Republican in 
commenting on his visit said, “Mr. Rey 
nolds spoke yesterday at a luncheon of 
the Chamber of Commerce on the effect 
of a churchgoing spirit in a city upon 
the growth of the city.” Thirty-five 
years ago President Reynolds taught 
school in Poplar Bluff, and now owns 
a large farm on which he takes a hunt- 
ing recreation trip each year. 








ARE YOU THIS MAN? 


A progressive mutual Life Insurance Company—38 years old— 
needs an AGENCY MANAGER CINCINNATI and the 
surrounding territory, where they are now not actively repre- 
sented. 


for 


Liberal first year’s compensation and renewals afford the oppor- 
tunity to build a large agency organization. 

The Company will expect a half million or more of paid busi- 
ness during 1925 from the agency of the man they appoint. 


If you measure up, write, in confidence, 


“JANUARY,” THE EASTERN UNDERWRITER 
86 Fulton Street, New York, N. Y. 



































HAS ITS BEST YEAR CELEBRATES ANNIVERSARY 


Graham C. Wells, New York General 
Agent for Provident Mutual, With 
Company 25 Years 








Equitable Life of lowa Paid for Over 
$62,000,000; Mortality Experience 
Very Low 


The year 1924 resulted in the largest January 2 marked the 25th = anni- 
volume of new paid-for insurance of any versary of Graham C. Wells, New York 
year in the history of the Equitable Lite general agent, with the Provident 
of lowa. The new insurance paid for Mutual Life. Mr. Wells received a let- 
during the vear amounted to $62,129,435. ter from A. S. Wing, president of the 


The company experienced a gain in in Provident Mutual, congratulating him 
\ g 


surance in force of $34,822,320, making on his twenty-five Provident years, and 
the total insurance in force on Decem- expressing appreciation of his excellent 
ber 31, 1924, amount to $383,589,549. work. 

The company experienced one of the Mr. Wells’ first insurance experience 
most favorable records in mortality of was with the Northwestern Mutual Life 
any company in the United States, its in Pittsburgh, beginning in 1895 as an 
percentage of actual to expected mortal- agent. He was with that company five 
ity in 1924 being only 34.9%. The com- years. He became general agent of the 


Provident in Pittsburgh in January, 1900, 
and for ten years was one of the leading 
managers of the company. In January, 
1920, he came to New York. 
Through all he has faithfully 


pany paid in dividends to living policy- 
holders during 1924 an amount that ex- 
ceeded its payments in death claims by 


more than $480,000. ob- 


The company maintained its remark- served the ethics of the business and has 
able record for persistency of business, done his share in education work and 
there being in force today more. than from the start has been on the lecture 
64% of all insurance written since the — staff of the Carnegie School of Life In- 


1867. 


was organized in 


PROVIDENT MUTUAL FIGURES 


company surance Salesmanship talking on endow- 
ment and other subjects. For two terms 
he was president of the Pittsburgh Life 
Underwriters’ Association, for two years 


Company’s New Business Last Year Was treasurer of the National Association 

Over $96,000,000, Making Its In of Life Underwriters, and in 1923 was 

Force $705,000,000 president of that organization. He is 

The Provident Meswal Life of Philadet or chairman of its executive commit- 
ee 


phia closed its business last year with a 
total amount of new busine ss paid for of 
$96,673,313. The company’s total insur- 
ance in force at the close of the year 
was $705,356,432. 

The total admitted assets according to 
its end of the year financial statement 
amounted to $158,977,550, with a surplus 


NEW CLUB | QUALI FICATION 


The Missouri State Life Insurance 
Company of St. Louis has decided upon 
some very radical changes in the quali- 
fications of membership in its Quarter 
Million and $100,000 Clubs. Instead of 





to policyholders in excess of $5,979,000. on a volume basis, agents, in order to 
The company received in interest pay- get into the clubs, must make good 
ments $7,169,222 and it made surplus dis certain quotas as life premiums, acci- 
tribution to policyholders amounting to  deit premiums and group insurance pre- 

$54,703,075. miums. 
a tee 





American Central Life 


Insurance Company 





INDIANAPOLIS 


Heteblished 1899 








All agency contracts direct with the company 


Address : 
HERBERT M. WOOLLEN, President 
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N. Y. Life Men Have 
Bear Hunt Near Daytona 


ONE FEATURE OF CONVENTION 





President Kingsley Says New Office 
Building On Madison Square Garden 
Site Will Cover Block 





(Special to THe EasTERN UNDERWRITER) 

Daytona, Fla, Jan. 13—The two 
hundred executive officers and agency direc- 
tors of the New York Life, who met 
here at the Hotel Clarendon on January 
6 in annual convention, entrained for their 
homes in the United States, Canada and 
the Hawaiian Islands today. A few will 
prolong their stay here a few days in- 


cluding Thomas A. Buckner, vice-presi- 
dent of the company, and Robert E. 
Dedell, field secretary. 


The convention held two hour business 
sessions each morning and devoted the re- 
mainder of its time to recreation. Eighty- 
eight of the visiting Nylic golfers were 
listed in the foursome play on the Hotel 
Clarendon and Daytona Golf and Country 
Club courses. E. E. Peters, Indianapolis, 
and Howard Conley, Little Rock, tied 
with a score of 84. Entertainment fur- 
nished by the various commercial and civic 
bodies of the Halifax Country Club in- 
cluded a bear hunt, in which native bear 
dogs were used to pursue a tame bear; 
automobile racing on the beach, with Sig 
Haughdahl, holder of the world’s dirt track 
record among the contestants; a bathing 
girl revue, a banquet, a dance and a boat 
ride up the Tomoka River. 

Plates for 400 were laid at the banquet 
and the speakers were: Former United 
States Senator Sherman of Illinois; Rich- 
ard H. Edmonds, editor of “Manufacturers 
Record;” D. P. Kingsley, president, and 
John C. McCall, second vice-president of 
The New York Life; Pleasant D. Gold, 
mayor of Seabreeze, Fla., and founder of 
the Jefferson Standard Life. Colonel Wal- 
ter RK. Weiser, formerly of Springfield, 
Mass., was the toastmaster. 

In addressing the banqueters, President 
Kingsley pointed to the fact that assets of 
more than a billion represented eighty-eight 
years of earnest effort. He spoke of the 
various agency directors and officials of 
the company present as representatives of 
the great middle class and as the picked 
men who had been chosen through a pro- 
cess of evolution because of their fitness. 
He gave an insight into the building plans 
of the company which provide for the erec- 
tion of an office building to cover one block 
on the site of Madison Square Garden. 
The Nylics received their allotments at the 
convention, and held a general discussion 
of the affairs of the company. 

An incident not on the program occurred 
when the visiting Nylics raised a purse of 
$430 for the benefit of five men and twelve 
women, employed at the convention hotel, 
who lost all their personal belongings when 
the Clyde liner “Mohawk” was scuttled in 
Delaware Bay. 


WOMAN LIFE MANAGER ACTIVE 





Lorraine L. Ferrer of Mutual Life at 
Milwaukee Lectures and Talks In- 
surance at Women’s Clubs 


Lorraine L. Ferrer, superintendent of 
the women’s department of the Mutual 
Life of New York at the Milwaukee of- 
fice, is a decidedly busy woman. She is 
not only an instructor in life insurance 
salesmanship for women, but has been 
appointed by President Clegg of the Na- 
tional Association of Life Underwriters 
to co-operate with the local units of the 
General Federation of Women’s Clubs. 
She devotes a good deal of her time to 
addressing women’s clubs on the insur- 
ance idea. 

In speaking about her women’s depart 
ment, Miss Ferrer states that she now 
has ten trained agents obtained from 
personal solicitation and newspaper ad- 
vertising. She keeps them up to the 
minute by weekly classes in the funda- 
mentals of insurance and salesmanship. 
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Reichert Agency Gains 
115% in Production 
PERSONAL TOUCH RESPONSIBLE 


Max J. Hancel Explains Reason for $4,- 
000,000 Increase; Brokerage Acquaint- 
ance and Friendly Interest 


The Louis Reichert Agency of the 


lravelers, one of the youngest agencics 
largest 
among New York 
City general agencies in 1924. This 
paid ior $/,000,000 last year, while 
in 1923 the paid tor was $3,000,000, an in 
Case of 115%. 
‘ext to Louis 
tian behind this 


New York City, shows the 


vreentage Ol pain 
agency 


Reichert himseli, the 


production record is 
gency Supervisor Max J. Hancel, pro 
ducer and organizer of known ability. 


Mr. Hlaneel associated himself with Mr. 
Keichert in April, 1923, to assist him in 
buldINg Up an agency Organization. 
Prior to that tame the production had 
been largely a result of Mr. Keichert’s 
personal ettort Mr. Hancel was with 
the Metropolitan Lile tor seventeen 
ears, one year with the Columbian Na 
and five years with the Trav 
Joseph D. Bookstaver gen 
agency supervisor, 


tional Lilie, 
elers im thie 
eral agency a 

Success Due to Personal Touch 


In an interview with a representative 


of ‘Tune | rekN UNDERWRITER, Mr, 
tiancel explained the reason for the gain 
as bempy largely personal touch between 


himselit and his ayvents, together with a 
yoal to work jor. At the Sep 
tember yvet-toyether dinner ot the 
agency, Mr. Hiancel made a pledge tv 
ome office officials that his agents would 
write $1,000,000 a month from then on 
until the end of the year. In the last 
four months of 1924 the agency wrote 
million month, ‘The 
now has 175 agents, and 
each man has an acquaintance of brokers 
whom he cultivates to the fullest extent 
\s new men are employed, Mr. Hance! 
personally instructs them in life insur 
salesmanship. tle believes that the 
uccess Of a general agent depends upon 
the wholehearted cooperation given to 
his agents, and follows this plan with 
contact he makes. His pro 
made to feel that to increase 
their Own incomes, increases their satis 
faction and at the same time increases 
the agency volume. It is his aim to take 
on men earning four and five thousand 
dollars yearly and train them to become 
eight and ten thousand dollar men. 
Entering the Reichert office one is im 
pressed with an atmosphere of friendls 
warmth \ broker agent is made to feel 
that there is nothing that can’t be done 


deh nite 


well over a each 


Keichert office 


ance 


every new 


clue ers ale 


in his interest. Impressed by this re 
ception, Mr. Hancel says the agent just 
naturally becomes a Keichert booster. 


Phe agency has set a goal of one million 
paid for a month, and a total of twelve 
million for 1925. 


JOHNSON’S ANNIVERSARY 
Prudential Vice-President Has Been 45 
Years With Company; Given Lov- 

ing Cup by Friends 


W. S. 


Wilbur S. Johnson, vice-president and 
comptroller of The Prudential Insurance 


Company, celebrated his forty-five years 
‘with the company on the evening of Janu 
ary 3 by a quiet dinner party at his home 
in Ikast Orange, New Jersey. A dozen 


guests attended, and at the dinner pre 
sented a loving cup to Mr. Johnson. 
Among those in the party were Edward 
D. Duffield, president of The Prudential; 
John K. Gore, vice-president and actuary; 
Willard I. Hamilton, vice-president and 
ecretary . lrederick \. Boyle, vice presi- 
dent and treasurer; Harry C. Thompson, 
Richard V. 


assistant comptroller ; Linda- 
bury, general counsel; Alfred Hurrell, 
vice-president and general solicitor, and 
J. W. Steadman of Morristown, also a 


vice president, 


| o . . 
Companies New Limits 
(Continued from page 1) 
they will retain, trusting to reinsurance 

facilities to place the balance. 

The world-wide cover is estimated at 
even millions and Rodman Wanamaker 
is reported to have secured this amount 
of life insurance. 

The Aetna Life, for instance, under its 
new $400,000 limit retains $150,000, and 
other companies are generally in about the 
same proportion of net retained. 

The recent tendency will result in vast- 
ly increasing the scope of the life insur- 
ance market so that such lines as four 
wv five millions on one life will not have 
to go begging. Two of the causes for 
the great demand for these large lines of 
life insurance are inheritance taxes and 
business insurance. 


Companies Classified by Limits 


Out of about 250 companies, the follow 
ing tabulation shows where the limits of 
the great majority of the companies fall. 
The number following the amount = in 
dicates the number of companies that have 
those limits. 


\laximum Number of 


Limits Companies 
SPAIN ND s 65 at Rees eee ] 
ARIMA Sic wis. mwinie eS eles are 1 
ADO RINO is ose Ge iapaaveus 5.8 mse Aoce 1 
CTC. (re ] 
p22) (|| re ee eee 4 
PAM 8 eh Sisk a get ncetats 9 
05 | Re RRO ee ] 
LONI Se:iviis-wigseievetaevate eters 4 
NNO pee sstea aes Saket 1 
NDAD <a: swt siecacd aise naiace 46 
| ne ee ee aa 1 
CC en eee l 
IID sscich ona dienaearoe 37 
ONO C52 ios) cts Sih ate ] 
OAD sons ndpiarena sales Swe Z 
UC | a eo eS rye 3 
4), | | (an APE ae Ze 
More than a hundred companies have 


lesser limits running as low as $5,000. 


TO TRAVELERS HOME OFFICE 


Otto L. Zeus, formerly at the San 
Francisco office of the ‘Travelers, has 
been brought to the home office and 


made assistant superintendent of agencies 
in the life department. Mr. Zeus has 
been a ‘Travelers’ man for seventeen 
years, having left a position with the 
Santa Fe Railroad to become cashier at 
the San Francisco office. Later he went 
into the field and became supervising 
special agent and then assistant man 


ager. 





HOME LIFE 
INSURANCE COMPANY 
of NEW YORK 


ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 


Premiums received during 


the year 1923.....ccccosesees $7,686,855 


Payments to  Policyholders 


and their Beneficiaries in 


Death Claims, Endow- 


ments, Dividends, etc....... 5,871,544 
Increase in Assets........0.0 2,401,507 
Actual Mortality 56% of the 

amount expected, 

Insurance in Force........... 247,373,210 
Admitted Assets ............. 48,655,222 


FOR AGENCY APPLY TO 


GEORGE W. MURRAY 


Superintendent of Agents 














256 Broadway New York 























Increase 


Your Sales 
and Profits 


Investigation will prove to you that 
Accident Insurance is for the sales- 
man what the storekeeper would call 
a quick turnover article. It sells quick- 
ly and the sales resistance is usually 
low. The business renews readily and 
pays the same renewal as initial com- 
inission. 





Accident Insurance is an 
Interview-getter: 


Everyone needs it. 

Everyone can afford it. 
Everyone is heir to accidental 
injury. 


Everyone knows accidents are on 
the increase. 


More Business—that’s 
what you want 





Our standard and special contracts 
will convince you that the answer 
to your problem is found in: The 
writing of Accident Insurance. 





If your company does not handle Accident 
Insurance, write us for complete information. 


MISSOURI STATE LIFE 
INSURANCE COMPANY 


M. E. SINGLETON, President 
HOME OFFICE, ST. LOUIS 
ACCIDENT — HEALTH — 


LIFE — GROUP 
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Guy A. Reem Building 
Big Agency in Detroit 


REPRESENTS CANADA LIFE 





Agency Had Million Dollar Month in 
December; Organization a 


Good One 





It has been said of Detroit that no in- 
surance man of fair abilities can fail if 
he will work because if there was ever 
a city which is loaded to the guards with 
insurance prospects it is that town of 
more than a million people. 

Some of the general agencies there 
One that has been 
attracting particular attention is the 
Canada Life agency. When Gerald A. 
Kubank resigned the territory over 
which Mr. Eubank presided was divided. 
Guy A. Reem was made manager in 
Wayne County (Detroit). 

H. A. Carr, cashier of the office, was 
made supervisor for Eastern Michigan. 
Hall Hancock, a $250,000 producer, was 
made manager for Grand Rapids. The 
company, by the way, has some unusual- 
ly good district agents in Southern 
Michigan. They include Glenn M. 
Reem, brother of Guy, in Saginaw; Har- 
ris Redmond, a_ splendid producer of 
consecutive business, in Flint; A. M. 
McGee, in Jackson, and R. Guy Bron- 
son, in Lansing. 

The Detroit agency had been going 
strong, not only because Mr. Eubank 
was an organization builder but he also 
contributed about $2,000,000 of personal 
paid production. Despite the division of 
the territory and the resignation of Mr. 
Eubank, who came to New York, Mr. 
Reem’s agency did a very large business 
in November and December, 1924, the 
year winding up with a paid of $4,250,- 
000, and he has already started 1925 with 
a fine production. 

Reem Was a Varsity Ball Player 

Mr. Reem is a University of Michigan 
man where he played on the baseball 
team in 1916 and 1917. During the war 
he was an assistant paymaster in the 
Navy and was ‘also with the Shipping 
Board. He went into the motor truck- 
ing business near Saginaw and became 
a sub-agent of the Canada Life, having 
been appointed by Mr. Eubank. He 
went ahead fast as a producer as he 
specialized in inheritance tax insurance. 
In the meantime his brother, Glenn, also 
joined the Canada Life. In November, 
his first real month at the head of the 
agency, the office paid for more than 
a million. In a talk with Tue Eastern 
UNDERWRITER this week, he said: 

“The Canada Life is popular in De- 
troit. Our agency is growing fast, and, 
we think along the right lines. Mr. 
Eubank did very fine work here and 
has many friends in Detroit. He left 
the Canada Life with the good wishes of 
everybody and we are glad to know that 
he has made so good in New York. In 
fact, when we learned his agency had 
paid over $42,000,000, it gave us a great 
deal of satisfaction as everyone in this 
office is his admirer.” 

Two Woman Agents 

There are a number of unusually good 
agents in the Canada Life in Detroit 
and one of the best is a woman—Miss 
Grace Howland, who paid for $172,500 
in November. She easily qualified for 
the company’s Quarter of a Million Club. 

iss Howland was private secretary in 
4a law firm, quitting that position because 
she heard the call to sell life insurance. 
Her commissions in twenty months are 
said to have netted her $15,000. 

Another able woman agent is Miss 
Rose V. Connolly. She was formerly a 
buyer in a department store in Detroit. 

One of the best of the agents is F. 
Jean Little, who was with the Allen 
Agency of the Connecticut Mutual Life 
in Baltimore, then with the Palmolive 
Company, first as salesman, then as 
sales supervisor, travelling in various 
Parts of the country. He decided to re- 
turn to insurance where he made a 
marked success. 


James Garden, of the agency, has had 
a record of at least forty-eight con- 
secutive weeks of production. 

Frank J. Wiese, who wrote $50,000 in 
November, paid for a quarter of a mil- 
lion his first year. 





BOSTON AGENCY FIGURES 





Paul F. Clark Agency Paid for $11,818,- 
000; Moore & Summers Over $3,- 
000,000; Other Agencies 

The following is a summary of the 1924 
production of some of the leading Bos- 
ton general agencies. There was a con- 
siderable business depreciation, especially 
in the textile industry, throughout New 
Kngland in 1924, and this fact makes 
all the more notable the figures reportéd 
by these leading agencies. 

Paul F. Clark Agency, John Hancock 

paid for last year $11,818,000, which is 
a 25% increase over the 1923 figures. 

Moore & Summers, home office agency 
of the New England Mutual—paid for 
$9,083,632. December was the largest 
month the agency has ever had when 
$1,246,150 was paid for. 

New York Life, A. S. Browne, In- 
spector—paid for last year in its North- 
eastern Department $34,140,000, an in 
crease of nearly three and a half mil 
lions over the previous year. 

Paul S. Burns Agency, Mutual Life 
paid for $9,100,000. 

Floyd KE, deGroat Agency, 
Benefit—paid for $7,733,750. 





Mutuai 


Britain To Enlarge 
Social Scheme Scope 


PREMIER BALDWIN’S' VIEWS 





In Letter to National Alliance He Says 
Government Is Already Committed 
to Expansion of Idea 





By A. C. Blackall of London 


Prime Minister Baldwin has sent the 
following letter to the National Alliance 
of Employers and Employed in reply to 
the Alliance’s request that the Govern- 
ment should set up a committee to in- 
quire into the desirability and practicabil- 
ity of the institution of a scheme of “all- 
in” insurance, comprising sickness, un- 
employment, old age, and widows and de- 
pendents: 

“I appreciate the interest shown by the 
National Alliance of Employers and Em- 
ployed in the proposals mentioned in the 
speech for a wider scheme of 
social insurance and their desire to as- 


King’s 


sist the Government in the examination 
of the principle and problems involved. 

“With regard to the suggestion that 
a committee composed of members of 
Parliament and representatives of the 
various interests concerned should be set 
up to examine and report on the desir 








the United States 


to do so. 


you particularly. 





Budget. 


be sent on request. 


Uncle Sam and President Coolidge 


Keep Budgets—Why Not You? 


Vice-President Elect Charles G. Dawes earned 
national acclaim by working out a budget for 
Government. 
adopted as the only practical plan of reducing 
unnecessary Federal expenditures and of know- 
ing the financial status of the nation. 


President Calvin Coolidge says that he keeps a 
personal budget and runs his home on that basis. 
He believes in it for himself and for others. 


Business men and practical women (of large as 
well as of small income) have put their homes 
on the budget basis, or believe it a good thing 


If you have found the budget system easy to 
operate at home, we believe a copy of the JOHN 
HANCOCK BUDGET SHEETS would interest 
If, like some others, you 
believe a budget is too much trouble, then we 
want you to see how simple is the John Hancock 


This would help you to start 1925 along the right 
lines. Without charge or obligation a copy will 
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LIFE INSURANCE COMPANY 
OF BOSTON MASSACHUSETTS 
Over Sixty Years in Business. Now Insuring Over Two 
Billion Dollars in Policies on 3,500,000 Lives. 
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ability and practicability of such a 
scheme, I would observe that there can 
be no two opinions as to the desirability 
of such a scheme and the Government 
has already instituted inquiries with a 
view to the formulation of a practicable 
scheme. 

“It will be clear to your Alliance that 
financial considerations of paramount 
importance will enter into the prepara- 
tion of a scheme of this magnitude. This 
being so, the Government cannot devolve 
the responsibility for preparing it upon 
any outside body, and it appears to me, 
therefore, that no useful purpose would 
be served by my receiving a deputation 
as proposed. But I desire to add that 
any suggestions which your Alliance may 
care to submit in writing will be most 
gratefully received, and most carefully 
considered.” 


NOW WRITING NON-MEDICAL 


Jefferson Standard Life Field Club 
Meets at Miami; I. H. Gantt and 
T. S. Franklin Get Honors 


The $200,000 club of the Jefferson 
Standard Life, of Greensboro, N. C,, 
held its annual meeting in Miami, Flor- 
ida, on January 1, 2 and 3, at the Royal 
Palm Hotel. Ike H. Gantt, of Gastonia, 
N. C., who is a half million a year man, 
was elected president of the Julian Price 
Club, which is the highest honor that 
can be paid one of the representatives 
of the company. Mr. Gantt’s record 
was outstanding in that 100 per cent of 
his 1923 business renewed in 1924, and 
this despite the fact that practically all 
of his business was in a city of large 
textile interests where general business 
conditions have not been so good. 

An announcement was made that the 
members of the Julian Price Club would 
be allowed to write non-medical business 
in amounts up to $2,000 on any form ex- 
cept term. 

‘T. S. Franklin, general agent of the 
company at Charlotte, N. C., was elected 
president of the $200,000 Club, having 
paid for the largest volume of business 
during 1924. A. W. Fetter, of Greens- 
boro, N. C., who was last year’s pres- 
ident, was elected vice-president, having 
paid for the second largest volume. 

The Holderness loving cup, presented 
by Vice-President George A. Holder- 
ness, was won by the Amarillo, Texas, 
branch office, of which H. M. Radey is 
manager. This cup is awarded each 
year to the branch office having the 
highest percentage of second year re- 
newals and is eagerly fought for. 

The different men qualifying for the 
club arrived in Jacksonville on special 
Pullmans, which were made into a Jef- 
ferson Standard Special train from that 
point to Miami. The following home 
otlice officials attended: Julian Price, 
President; Chas. W. Gold, treasurer; W. 
T. O’Donohue, secretary; Geo. A, Hol- 
derness and J Elwood Cox, vice-presi- 
dents; A, L. Brooks, general counsel; 
Dr. J. P. Turner, medical director; H. 
8. Walton, manager mortgage loan de- 
partment; E, C. Klingman, chief under- 
writer; A. R. Perkins and A. V. Mozin- 
go, superintendents of agents, and E. 
P. Ross, auditor. 








LUNCHEON FOR TAYLOR 

A committee consisting of T. Garnett 
Tabb, S. B. Love and Arthur W. Wilmer 
was appointed at the January luncheon- 
meeting of the Richmond Association of 
Life Underwriters to arrange a testimonial 
luncheon for Charles G. Taylor, Jr., vice- 
president and actuary of the Atlantic Life, 
who plans to leave the service of this 
company January 26 to become assistant 
manager and actuary of the Association of 
Life Insurance Presidents. It was de- 
cided to give the luncheon January 23 in 
the new lunch room of the State and City 
Bank and Trust Company building, pro- 
vided this date is agreeable to Mr. Taylor. 

The meeting was in charge of E. M. 
Crutchfield, general agent of the Equitable 
of New York, in keeping with a newly 
inaugurated plan of the association to have 
a general agent of a company carry out 
the program at each meeting in the future. 
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LIVE HINTS FOR BUSINESS GET TERS 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 























before you come in. 


How many hun- 
Settling the dred times during 
“Think It Over” the year, says the 


Objection Kansas City Life, has 
a prospect said to 
you: “I want to think it over’? One 


agent answered that old lame excuse by 
making the following remark: “You want 
to think this over as important as it is; 
well, I am going to give you something 
else to think over: now, Mr. Prospect, 
if the old tall man with the scythe and 
the long beard happens to tap on your 
window pane some night within the next 
few days, I suppose you would tell him 
‘I want to think it over; I am consider- 
ing some life insurance, which I must get 
You come back and 
see me again. Do you suppose, Mr. 
Prospect, that he will obligingly leave 


’ 


you to think it over?” 
* * 


An examination of 

What the the proofs of death 
Records of the [quitable So 
Show ciety of New York in 
connection with any 

one hundred claims at the home office 
reveals the fact that in an unbelievable 


Insurance Cross Word Puzzle 


number of cases additional insurance is 
found to have been taken by the Insured 
in other companies after the Equitable 
policy was issued. Presumably these 
policyholders were neglected by the 
representative of the Society who wrote 
the original policy. The agent of some 
other company came along, found that 
Mr. Equitable Policyholder needed addi- 
tional protection, and proceeded at once 
to write it. 

Notwithstanding the fact that Equit- 
able representatives take especial pains 
to sell each initial policy right, the aver- 
age policyholder cannot be expected to 
notify either the agent or the company 
whenever additional insurance may be 
required. If the representative of some 
other company happens along, the busi- 
ness is very apt to go to him. Only by 
keeping in constant touch with each 
client can the Equitable representative be 
sure that the additional business will, as 
it should, pass through his hands. 

Considering this matter from your 
standpoint, you will undoubtedly be 
called upon from time to time to assist 
in the preparation of proofs of death in 
connection with policies you have writ 
ten. Why not spare yourself the dismay 


By Miss Katherine Logan 
of the Actuarial Department of the Penn Mutual Life 
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ACROSS 
1. Maintain 
4. Estimate 
7. Conviction 
8. Company (abbr.) 
9, Life income (abbr.) 
ll. Hinge 
13. Recipient of charity 
16. Lends 
. Term insurance (abbr.) 
20. Ordinary life (abbr.) 
21. Modifying circumstance 
22. Subsistence 
23. Valuable attribute 


. DOWN 
1. Annul 
2. Insured (abbr.) 
3. Sharing 
5. Accumulations (abbr.) 
6. Breathe out 
10. Stop 
12. Nativity 
14. Pertaining to both of two 
15. Choose 
18. Brief letter 
19. Damage 


The above cross word puzzle is quite out of the ordinary because every word used 


in constructing the puzzle is a life insurance term. 


Other puzzles have used some life 


insurance terms but Miss Logan used exclusively words that have a life insurance 
The answers will be published next week. 


application. 








NEW POLICY 
Disability Benefits of $15.00 per $1,000.00 


Waiver of Premium 
BROADER DOUBLE INDEMNITY CLAUSE 


Loans at end of 2nd year 


The Manhattan Life Insurance Co. of New York 

















This Company has always pursued those 


te develop and held their business. 
John Barker, Vice-President 





Incorporated 1851 


BERKSHIRE LIFE INSURANCE COMPANY 
Pittsfield, Mass. 
WINTHROP M. CRANE, JR., President 


have given it a high reputation for stability and fair dealing. 

Has always rendered the highest grade of service to its policyholders. 

Ite policy contracts give to each individual insurer full protection, safeguarding, at 
the same time, the interest of all its policyholders. 

Has always extended reasonable assistance and encouragement to its representatives 


licies in the conduct of its business that 


Frederic H. Rhodes, Vice-President 











of learning on all such future occasions 
that your policyholders took additional 
insurance in other companies. (The 
proofs of death call for a statement of 
total insurance carried). By keeping tn 
touch with your clients not only once a 
year, but constantly, you can virtually 
“take them off the market” so far as 
other companies are concerned. Why 
not make vourself the guide, counselor 
and friend of those whom you insure ? 


kk * 
It has been well 
Delivery An said that conserva 


Early Step in 
Conservation 


tion begins with the 
sale. The delivery 
of the policy is 
an important step in the sale and 
is the real time to put in a few good 
conservation wallops. First, congratulate 
your new policyholder upon his new con 
nection with such a fine company, says 
the Equitable Life of Iowa. It might be 
well, also, to give him a marked copy of 


the company’s annual statement, mark- 
ing the figures that will show him the 
company’s excellent financial standing. 

Stress the points on which the policy 
was originally sold, and explain the more 
important features in simple, understand- 
able terms. 

It may be well to suggest to the in- 
sured the real importance of taking out 
additional policies from time to time in 
order to provide for other needs by 
means of a complete life insurance pro- 
gram. 

Secure from your policyholder the 
names, addresses and other information 
concerning the insurable members of his 
family, securing if possible cards of in- 
troduction to these relatives. If a policy- 
holder is instrumental in causing a friend 
or a member of his family to take out a 
policy, he will have an additional pride in 
his own policy, and will be less likely to 
let his policy lapse after inducing or help- 
ing induce someone else to take out a 
policy in the same company. 











DES MOINES 





Six Years of Marching On 


We now announce 1924 as the sixth successive 
year in which the Bankers Life Company has 
shown a gain in new business production as 
compared with the preceding year. The total 
for 1924 will reach $150,000,000. 


BANKERS LIFE COMPANY 


GEO. KUHNS, President 


IOWA 




















HOW MUCH OF THE NEW PROS- | 
PERITY WILL YOU GET? | 


The sensational advance in grain values has added a billion dollars 
to the agricultural wealth of the United States. 

Lincoln National Life men are prepared to take full advantage of 
this invigorated sales opportunity because they can write 


| 
| 
| 
Women on the same basis as men | 
Standard and sub-standard business 
Children of any age | 
Preferred Risk policies at lowest net cost 
And their Home Office service is the kind that shoots their policies right back to 
them for delivery before their prospects get cold, 
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Lincoln Life Building 











The Lincoln National Life Insurance Company 


“Its Name Indicates Its Character” 


Now More Than $325,000,000 in Force 


Fert Wayne, Indiana 
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When Annuities upon surrender of the -contract SET MEDICAL SECTION DATES 


Are Gross Income 


LATE DECISION NOT GENERAL 
Annuities Paid to Purchaser Still Ex- 
empt; Reversed Ruling Applies to 
Others Than Purchaser 


On December 26th Tue Eastern Un- 
DERWRITER printed an opinion of the In- 
ternal Revenue Bureau relative to the 
deductibility of annuities from the in- 
come tax to the effect that previous de- 
cisions on the subject had been re- 
versed. The decision held that pay- 
ments of an annuity are gross income 
of the annuitant. 

THE EasterN UNbeRwRITER has_ re- 
ceived from one of the most distin- 
guished men in fire insurance, a man 
well along in years and having annuity 
insurance, these questions: 

A person, sixty years of age, pays to 
Insurance Company A, the sum of $20,000 
in consideration for which the company 
agrees to pay the assured $1,600 per annum 
during his or her lifetime. 

Under a recent decision of the Internal 
Revenue Bureau, printed in a recent num- 
ber of Tur Eastern UNperwriter, would 
such annual payment be construed as 
“gross income” and therefore subject to an 
income tax? 

The law has heretofore been construed 
as exempting such payments from taxation 
until the aggregate amount of such pay- 
ments to the assured equalled the sum paid 
to the company—all further payments to 
be treated as taxable income. 

Does the ruling you have quoted change 
the status of this form of annuity from 
exemptive to taxable income? 

The questions were sent to a member 
of the staff of the legal department of 
ne of the largest life insurance com- 
panies who answers the first question 
by saying, “No. until payments exceed 
purchase price.” And the second ques- 
tion by saying, “No, not so far as pay- 
ments to the purchaser are concerned.” 

The lawyer’s complete answer follows: 

“T am now prepared to answer both 
of the questions ‘No’: that is, where an 
annuity is purchased by a person on his 
own life, the payments to be made to 
him, such payments are not gross in- 
come until the amount paid to the pur- 
chaser equals the purchase price of the 
annuity. The ruling does not change 
the status of the annuity payments from 
exemptive to taxable income where the 
recipient of the annuity is the purchaser 
of the annuity. 

“The ruling in question relates partic- 
warly to an annuity resulting from the 
maturity of an endowment policy, the 
payments thereunder to be made to 
beneficiaries other than the insured who 
paid the premiums. In this case it was 
held that such annuity payments were 
taxable income but the solicitor went 
farther than the immediate question, to 
hold that annuity payments generally 
are taxable income ‘excepting only such 
part as may be excluded specifically by 
law from gross income.’ Such exception 
is found in Secion 213b of the Revenue 
Act of 1921; likewise in the same sec- 
tion of the Revenue Act of 1924, which 
provides that gross income does not in- 
clude ‘the amount received by the in- 
sured as return of premium or premiums 
paid by him under life insurance, en- 
dowment, or annuity contracts, either 
during the term or at the maturity of 
the term mentioned in the contract or 


Under this provision it has heretofore 
been held that annuity payments were 
not taxable income whether received by 
the purchaser of the annuity or by an- 
other person, until the amount so paid 
exceeded the amount of the purchase 
price. In the latter case, it was con- 
sidered that the amount of the annuity 
payments was a gift by the purchaser 
to. the recipient. 

“The present decision simply reverses 
the former ruling as to cases where a 
person other than the purchaser is the 
recipient of the annuity payments and 
does not affect the former’ ruling as to 
the cases where the purchaser and the 
recipient are the same person. “ 


HALL MONTH A SUCCESS 
J. Elliott Hall pen Produce Over 
$2,000,000 in Month Dedicated to 
His Honor 

Producers of the J. Elliott Hall agency 
of the Penn Mutual in New York desig 
nated December as J. Elliott Hall month, 
and set a quota to pay for $2,000,000 in 
business. This figure was bettered by 
14%, making a total of $5,131,750 for 
the last quarter of the year. This es 
tablishes a record in the agency for 
three consecutive months, and exceeds 
the record of the home office agency 
of the company for the first time for 
each month. 

Several honors were won by agents 
of the Hall office in setting this De 
cember record. Vice-President William 
H. Kingsley, who personally offered four 
prizes to the agents, awarded them as 
follows: The first prize to Stuart D. 
Warner for the highest volume; second 
to Norman Allmayer for the greatest 
number of lives; third to Kenneth S. 
Alling for the highest percentage of 
prepayments, and the fourth prize to 

FE. Russell) Messrs. Warner, Alling, 
Hopkins and Fenwick all produced over 
$100,000 each during the month, and they 
and the next sixteen agents whose busi- 
averaged $50,000 received leather 
prospect card cases. 

Manager D. B. Adler 
credit for the results. 
manv other devices 
date by J. H. Keyes, 
as an incentive to the 
\. P. Uihlein of the brokerage depart 
ment and his assistant, J. T. Hodgskin, 
held up their end of the business 

\lbert Hopkins led the ageney for 1924 
with over $850,000 paid for, with Stuart 
ID. Warner second with $800,000 


ness 


was given much 
Blackboards and 
were kept up to 
agency instructoy, 
agents. Manager 


MOVE IN CLEVELAND, OHIO 

Olmsted Bros., state agents of the 
National Life of Vermont, and George 
H. Olmsted & Co., general insurance, 
have moved to spacious new offices on the 
seventeenth floor of the Keith building. 
While the one entrance serves the entire 
suite, the two lines of business are en 
tirely separated. The life offices has its 
own accounting department, as does the 
fire, with a hallway as the dividing line 


between them. For 25 years the two 
agencies had occupied space in the Wil 
liamson building, corner of Euclid Avenue 


and the Public 


FRANK J. HAIGHT 
CONSULTING ACTUARY 
Hume-Mansur Building 
Indianapolis, Ind. 
Hubbell Building 
Des Moines, Iowa 


Square. 

















The Colonial Life Insurance Co. of America 


Whole Life, Limited Payment and Endowment SOLD 
NEW High Val THROUGH 
g alue 
ORDINARY Attracti aN IF. ITS OWN 
POLICIES ‘tractive an ove eatures AGENCY 
Low Cost STAFF ONLY 
Which, with especially favorable Industrial Contracts, 
give Agents unsurpassed money-making — 
g.. J. aiieatiees Presi 
GEO. T. SMITH. Vice-President HAS. F. NerTesuur, 2nd Vice-President 
DUNBAR JOHNSTON, Secretary s. Rk. DROW Asst. Sec’y and Asst. Treasurer 


HOME OFFICE, JERSEY CITY, N. J. 








American Life Cintiisitliins Medical Di- 
rectors to Meet at Louisville Next 
June 
The Medical Section of the 
Life Convention has selected Tuesday, 
Wednesday and Thursday, June 2, 3 and 
4, 1925, for the annual meeting in Louis- 


American 


ville, Ky., with headquarters at the 
srown Hotel, 

The American Medical Association 
meets in Atlantic City the preceding 


week and tnese dates 
that physicians 
may attend the 
also. 


were selected so 
attending the A. M. A. 
Medical Section meeting 


JOINS ROTE AGENCY 
George F. 


Rothweiler, a jewelry en- 
graver with 


a large acquaintance, has 
joined the S. B. Rote agency of the 
Connecticut Mutual Life in Newark. 
Mr. Rothweiler has had a considerable 
experience as a part time salesman and 
has already written a substantial vol- 
ume of business. 


APPOINT A. M. BLOOM 


The Foresters of America of Jersey 
City, N. J., has appointed 'A. M. Bloom 
as its “Supreme Organizer.” His head- 
quarters are at 522 Fifth Avenue. 











New Insurance 


Insurance in Force 


Insurance Record, 1923 


Increase of $58,623,876 which is 
61% of the New Business 


New England Mutual Life Insurance Co., 
Boston, Mass. 


$ 96,148,025 
719,421,634 

















INCORPORATED 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 


Issues the most libera] formg of ORDINARY Policies from $1,000.00 to $50,000.00, 
with premiums payable annually, semi-annually or quarterly, 


and 
INDUSTRIAL Policies from $12.50 to “$1,000.00, with premiums payable weekly 
CONDITION ON DECEMBER 31, 1923 
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Capital and Surplus Weieceke, seukesund odéancetuaundsdensaamebnandebasdnedoiaals 4,543,406.51 
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enn Or WONIDID Pe cies, cccccatderaanaceaaudnd Vocdédncstanuacuddcdacs 2,696,034.43 
Total Payments to Policyholders since Organization.................2...s000e08 32,747 ,898.38 
JOHN G. WALKER, President 
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The Mutual Life Insurance Company of New York has ‘a 
By : < 
5) a record of EIGHTY-ONE YEARS of prosperous and suc- a 
Ke ‘e 
e| cessful business. It has passed through panics, pestilence @ 
RY , rh, 
EY and wars unharmed, and to-day, as a result of eight decades ' 
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&, of endeavor, offers financial strength, reputation, magni- ia 
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KA tude, leadership, and life insurance service. Pa 
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Dy Those considering life insurance as ‘a 
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THE EASTERN 
UNDERWRITER 


This newspaper is owned and is pub- 
lished every Friday by The Eastern Un- 
derwriter Company, a New York corpor- 





ation, office and place of business 86 
Fulton Street, New York City. Clarence 
and Editor; W. L. 
Hadley, Secretary and Business Manager; 


Axman, President 


Edwin N. Eager, Associate Editor; 
Jerome Philp, Associate Editor. The ad- 
dress of the officers is the office of this 
newspaper. Telephone number: Beek- 
man 2076. 


Subscription Price $3.00 a year. Single 
copies 25 cents. Canadian subscriptions 
$1.00 for postage should be added. Other 
countries outside of Canada $1.50 for 
postage should be added. 

Entered as second-class matter April 
5, 1907, at the Post Office of New York 


under the actof March 3, 1879. 
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“PART-TIME” AGENTS 
bunk used in connec 
“part-time 


The amount of 
tier with the expression 
sgent” in the insurance business is over- 
The 
veek floating new building and loan asso- 


whelming. writer met a man this 


ciations—he is an insurance agent. He 


met a politician—he is an insurance 


i xyent. He met a ballplayer—he is an in- 


surance agent. He met a real estate 


operator—he is an insurance agent. He 
met an opera singer—he is an insurance 
agent. These men are all part-timers 
Now how can they sell insurance unless 
eomie company appointed them, and if 
companies appoint them and others who 


divide their working time in similar ways, 


why so much talk about “part-time 
agents” when there are tens of thou 
sands of them in the United States? 


So far as New York City is concerned, 
at least, the expression is a joke. 

\ few days ago there was a decision 
on the subject in Pennsylvania. Insur 
ance Commissioner McCulloch, as honest 
as the day is long, a public servant of 
whom any state could be proud, doing 
the best he can as a friend of the insur- 
ance business, and as he sees the insur 
ance business, not only decided that a 
little 
vania town could not get a license to 
Mechanics’ & 


Insurance Co. or any 


practicing attorney in a Pennsyl- 


represent the Traders’ 
other insurance 
company, but stated that he would ap- 
point no practicing attorney as an in- 
surance That seemed like a 
ruling to the lawyer 
who wanted the license, and who, being 
familiar with the Constitution of the 
United States and also having looked 
into the laws of the state, 
(in which he thought he could find noth- 
ing to sustain the position of the com- 


agent. 


pretty arbitrary 


insurance 


missioner), brought action for a writ of 
mandamus to compel the state to issue 
him a the writ. With 
what looks like hidden sarcasm, the judge 
calls attention to the fact that the lawyer 
is a university graduate, understands the 
law and has other qualifications which, 
apparently, would make of him a good 
insurance agent, carrying the 


license. He got 


intima- 


tion that a man who does not know law 
and is not intelligent might be regarded 
in some insurance “qualification” circles 
as a “good agent.” 

No one seems to care whether a real 
estate man or a plumber or an under- 
dealer sells 


taker or a grocery store 


insurance on the side, but there is a 


tremendous resentment on the part oj 
“full-time” insurance men against banks, 
trust companies and lawyers going into 
The 
blamed for wanting to divert 


the business. agents cannot be 
soliciting 
talent along certain channels, especially 
in Pennsylvania, where it develops thers 
are 130,000 agency licenses, which figure 
is certainly large enough to meet all re- 
quirements. 

It would be pleasant if the insurance 
production fraternity 
enough to limit competition to a few, 
but it 
be bridged, and, to mix similes, there 


were powerful 


is a tremendous gulf that must 


is lots of barking at the moon. Some 
years ago certain New York brokers 


were in favor of going to Albany for 
legislation which would put a $500 tax 
on brokers. Then thought 
that if there were a complaint against 
one of these $500 brokers and the case 
came up before a politician for decision 
the $500 broker might lose his license 
as quickly as a $10 broker. There was 
some deep thinking and the $500 advo- 
cates decided to withdraw their ad- 
vocacy of the measure and “let the best 


some one 


man win.” 

The only class of strictly full-time in- 
surance agents which Tr Eastern UN- 
DERWRITER knows anything about; i. e., 
men who do nothing else except solicit 
insurance, are the agents of the Metro- 
politan Life, the Prudential, John Han 
cock and other companies writing in- 
Tue Eastern UN 
DERWRITER does not take the position that 
there should not be agency qualification 
laws, but merely presents some facts as 


dustrial insurance. 


they really exist. It’s a condition, not 


a theory confronting us. 
INSURANCE FACILITIES GROW 
The new uses to which life insurance has 

been put in recent years, especially as a 

means for providing cash to meet large 

financial demands in emergencies such as 
for inheritance taxes and for business in- 
surance purposes, has created a demand 
facilities of the 
country have in some instances not been 


which the life insurance 


able to fill. Several men of large affairs and 
wealth have in the past few years applied 
for amounts of life insurance that were un- 
obtainable even with the facilities of the 
world called upon. 

Pressure from the field organizations of 
the companies for greater facilities—which, 
of course, is really but the demand of the 
public since it is the public that wants the 
protection—has caused many of the com- 
panies to liberalize their policy in this re- 
spect and as told in other columns of this 
issue of THe EASTERN UNDERWRITER, the 
facilities of the companies have been 
greatly increased only recently. 

It is but a comparatively few years ago 
that $100,000 was regarded as the maxi- 
mum that any company should write on one 
life. Indeed, in net line retained, there are 
comparatively few companies that accept 
even this sum. The largest amount of net 
retained by any company is $300,000 and 
only two of the largest companies are on 
this basis. But the general lifting of the 
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BRANIFF, JEAN AND THURMAN 


The best all around insurance agents are family men. 


That has been proven time and 


Probably the psychologists and human nature students would figure that 


out by showing that if a man is happy in his home relationship, greeted by smiling faces 
when he returns at night, he is well set to tackle the business problems of the ensuing 
day with a light heart, a clear head and free from unnecessary worries. 

The bachelor is frequently enmeshed in a tanglement caused by attempting to juggle 
feminine hearts which often results in getting disturbing telephone messages during 
the day and harboring a greatly divided and sometimes perplexed interest at night. How- 
ever, this subject has too many ramifications to be discussed here, as it was the intention 
of the writer merely to print a picture of one of the most successful insurance men in 


America surrounded by three of his inspirations. 
City agent and general agent; Mrs. Braniff, and their two children, 


Braniff. 


This is T. E. Braniff, the Oklahoma 


Jean and Thurman 


To carry out, however, the thought in the opening lines of this little story Mr. Braniff 
is Just as happy in his office and at insurance conventions as he is in the holiday card, 
(which illustrates these comments,) surrounded by the balance of the Braniff quartette. 


Cyrus H. K. Curtis, who has been mad* 
a member of the board of directors of the 
Fire Association, Philadelphia, occupies 
a premier position among the publishers 
of America. Mr. Curtis is president of 
the Curtis Publishing Co., which prints 
the “Saturday Evening Post” and “The 
Country Gentleman.” He is also the pub- 
lisher of the New York “Evening Post” 
and the Philadelphia “Public Ledger.” 
His wonderful career has recently fur 
nished the subject of an interesting bio 
graphical work written by one of his 
former editors, Edward Bok, and called 
“The Man from Maine.” 


* * * 


Charles J. Goulden, senior member of 
Goulden, Cook & Gudeon, managers for 
the Connecticut General in New York, 
left last Friday for a two and one-half 
months’ trip in Florida. He plans to 
play golf on the principal golf centers 
of Florida, and will spend some time 
fishing around Miami. 


x * & 


P. D. Encababian, agent with the 
New York Life Insurance Company, 12 
Kast 44th Street, has prepared a very 
interesting chart giving sources of names 
of life insurance prospects. 








limits by companies vastly increases the 
facilities and it is probable that the demand 
for life insurance protection by the public 
will move faster than the facilities of the 
companies to supply it. 

Tf there is anything holding life insur- 
ance back from a vastly greater develop- 
ment than has yet been conceived of, it is 
neither the absence of need nor of demand, 
but, rather, the lack of education in insur- 
ance and of imagination on the part of so 
many of those who sell it. The amount of 
insurance carried by the average person is 
increasing every year, but the need is in- 
creasing faster than the amount. When a 
policyholder buys a large amount of life 
insurance, it is usually a contract for life 
and he is entitled to a high degree of intel- 
ligent advice in its purchase. 


C. J. Giddings, of Visalia, Cal., has 
completed fifty years as a representative 
of the Hartford Fire Insurance Com- 
pany, and is the first agent in the com- 
pany’s Pacific department to receive the 
coveted Hartford gold medal. 

kok Ok 


John W. Marden, manager of the plate 
glass department of the Metropolitan of- 
fice of the United States Casualty, has 
returned to his desk after a week’s trip 
in New England. He was in Boston the 
day of the supposed earthquake, but re- 
ports neither feeling the shock or worry- 
ing over broken plate glass. 

es 


William J. Traynor, assistant to 
Chauncey S. S. Miller in the publicity de- 
partment of the North British & Mercan- 
tile, and Miss Thelma Steimle were mar- 
ried Saturday afternoon at St. Thomas’ 
Chapel. Mr. Traynor is making a_ fine 
record as a member of the advertising 
department of the North British group. 


x ok Ok 

J. B. Hutcheson, district manager at 
Roanoke, Va., for the Mutual Life of 
New York, wrote one more application 
each week during 1924 and also accom- 
plished the same feat in 1923. He expects 
to repeat in 1925. 

R. B. Augustine, district manager at 
Richmond, led all other agents of the 
Mutual Life in Virginia in the volume of 
paid business in 1924. 

x ok 

Milton A. Powers, assistant engineer 
in the Gases and Oils Dept., left 
the Underwriters Laboratories Jan. 1, to 
accept the position of development engi- 
neer with the Socony Burner Corpora- 
tion of New York City. He will be lo- 
cated at the Brooklyn plant of the com- 
pany. Mr. Powers came to the Labora- 
tories in July, 1922, having graduated in 
mechanical engineering at the University 
of Wisconsin. 


Ok 

T. L. “Ted” Rogers, of Rogers & Ashe, 
Inc., Lite Falls, N. Y., one of the 
most popular insurance agents in the 


state, is a newly elected member of the 
New York State Assembly from Herkimer 
County. The agency is said to be the 


largest in Herkimer County. 





























re ene oad 


January 16, 1925 











a 
LEE ee 
+——_i r e—- | 

» oS 





THE EASTERN == 




















Page 13 








FIRE 





INSURANCE 





Best Agent Is Peddler 
Says Sam Behrendt 


Agents Should Avoid Internal Fights is 
Los Angeles Man’s Advice; Should 
Work With Companies 


Sam Behrendt, the Los Angeles dynamo 
insurance agent and new idea man, who is 
in New York, gave some of his ideas about 


the province of an insurance producer 
while at lunch with some underwriters 
this week. They are interesting as the 


Jehrendt-Levy Co. does more than a mil- 
lion dollars a year in premiums. It repre- 
sents ten fire insurance companies as well 
as being general agent for the Independence 
Indemnity. 


Agents Should Keep on the Move 


Mr. Behrendt, “is 
that an insurance agent should be a peddler, 
and the more he peddles, the happier he 
will be and so will those he represents. 
The less insurance agents have to do with 
insurance politics, the better off they will 
be. By peddling, I mean, going right out 
into the street and tying up insurance- 
wise in every way one can. I don’t take 
much stock in prospect lists. Almost 
everybody is a prospect nowadays for in- 
surance. More people are under-insured 
than there ever were, not only under- 
insured, but there are lots of kinds of 
insurance which people should have and 
which they have not, and which they never 
will be carrying unless approached. 

“T think the agent is one of the most 
helpful men in a community, and I know 
some of them who are the most popular 
men in the community. An agent should 
he ready to help everyone and should never 
do it with a thought that he has got to 
get a dollar back for every dollar of service 
that he does. 


“My opinion,” said 


Says Agents Shouldn’t Fight Companies 
“I think it’s a big mistake for the agent 

fight the company. He _ should trot 
along with the company because whatever 
hurts the company will hurt him. By 
playing with the company, I mean that 
he should not ask the company to risk a 
loss which he would not be willing to risk 
himself if able to pay for it. Anyway, 
it is to the selfish interest of the agent 
not to have losses. Losses are a nuisance. 
They upset the mechanism of an agency 
and bring with them many problems which 
are exceedingly troublesome, sometimes 
embarrassing, and if not handled right, 
will lose accounts. 

“Another way in which an agent can 
play fair with his company is to pay his 
bills promptly—to try not to take advantage 
of the 60-day payment grace—and to want 
to clean up as soon after the first of the 
month as possible. All our remittances are 
Within a period of 45 days after the risk 
is‘written. It is much better for the com- 
pany to have this money than for us. We 
haven't the right to have a big bank ac- 
count at the company’s expense. 

“An insurance company is entitled to the 
break it gets from the quick receipt of 
money which increases the amount of in- 
terest earnings and ‘saves the bookkeeping 
and accounting department from additional 
work, 

“In some respect, an insurance agent 
should pretend to be in financial hard luck. 
At least he should give the impression in 
his community that all the funds in his 
Possession have been earned by writing 
surance. 

“Now, if the company notes from ex- 
perience that the agent is playing square 
why it will try its level best to make him 
have no regrets. While all companies 


to 


want to pay their honest losses it is fre- 
quently possible to pay them a little bit 
faster than they would be paid otherwise. 
The company having faith in the agent’s 
underwriting judgment may stretch a point 
in the size of its line or acceptance of the 
risk, backing the agent’s judgment as it 
doesn’t have to worry about his honesty.” 


Views on Advertising 


Mr. Behrendt then took up the question 
of advertising in which he has the most 
positive of ideas. He said that the fact 
that the “Daily News” of New York, has 
a circulation of 900,000 should be signifi- 
cant to people having charge of insurance 
company publicity. 

“It certainly shows that most people 
want to see pictures,” he said. “Now, if 
the reading space in a daily paper is cut 
down in order to make way for pictures, 
the same should hold true with advertis- 
ing in other papers. If people want pic- 
tures that tell stories, why not give it to 
them? I certainly don’t believe that all 
people who look at pictures are morons. 
Admitting that there is a high class of 
intelligence among insurance men, I yet 
believe that they read an ad with a picture 
in it more quickly than they do without. 
It is better to have a poor picture than 
none, but as long as experts are writing 
the copy, why not have the text of the 
ad carry out a story told by the picture? 
Too many advertising writers seem to feel 
that their message is a confidential one and 
not to be read except by the insurance 
company and the advertising department. 
If you are going to advertise at all, do 
so with a bang. Take that ‘Sea Hawk’ 
ad of the Firemen’s Fund Insurance Com- 
pany, showing the moving picture ship 
which the Firemen’s Fund insured. There’s 
a case where the premium is small, but the 
incident was interesting. 

“An ad with a head saying in large type 
‘Sell Rent Insurance’ and then not follow 
ing with tips on how to sell it is not 
very effective, in my opinion,” he continued. 
“Why not a picture story about rent in- 
surance? If insurance rebuilds a city and 
the company spends as its contribution to 
the loss $500,000, tell a picture story of 
the fire before somebody else does; or 
$500,000 will be spent without letting any- 
body know it except the company, the 
agent and the people who get the money. 

“An advertising man in an insurance 
company should also remember that there 
are a lot of people in an agent’s office 
who see an insurance newspaper. Some 
of them are women. They ought to be 
just as interested in reading the insurance 
ads as anybody else, as their insurance is 
their business. There are a lot of solicitors 
in an insurance office. An advertisement 
should attract their attention.” 


Constantly Add to Clients 


Mr. Behrendt believes that old patrons 
should not be neglected, but he believes 
that an agent should constantly extend his 
circle of acquaintances and clients. 

“Put on as many new accounts as you 


J. A. KELSEY, President 





STANDARD 


INSURANCE COMPANY 
OF NEW YORK 


Statement June 30, 1924 
CAPITAL. PO ei Es $1,000,000.00 
LIABILITIES 433,830.37 
NET SURPLUS 1,159,784.60 
TOTAL ASSETS 2,593,614.97 





Head Office: 45 John Street, New York 





21.3 


WESTERN DEPARTMENT 
G. R. STREET, Vice-President 
W. L. LERCH, Manager 
76 West Monroe St., Chicago, Ill. 





SAN FRANGISCO 





reat American 
Insurance Company 


a NewPork + 
Company INCORPORATED - 1872 Company 


STATEMENT JANUARY 1, 1924 
CAPITAL 


$12,500,00 


RESERVE FOR ALL OTHER LIABILITIES 


NET sUrPLuS 


12,465,360.86 
46,282,641.02 


LOSSES PAID POLICY HOLDERS 


$154,469,515.82 


SURPLUS FOR THE PROTECTION OF POLICY HOLDERS 


$24,965,360.86 


Home Office, One Liberty Street 
New York Gity 


BOSTON OFFICE 
ROGERS & HOWES, Managers, 4 Liberty Square, Boston, Mass. 


MARINE DEPARTMENT ¢ 
NEW YORK—Wwm. '{. MoGee & Co., General Agents, 15 William Street 


George L. West, Manager, 220 Sansome Street 
CHIGAGO—Ww. Bi. McGee & Co., Gen’! Agts., Insurance Exchange Bldg. 


0.00 
0.16 


PACIFIC DEPARTMENT 
GEORGE H. TYSON, Gen’l Agent 
210 Sansome Street 
San Francisco, California 














can, even if they are only $500 household 
furniture policies,” is his advice. “If you 
concentrate too much on a few individuals, 
you'll wake up some morning to find that 
either they have died or somebody else 
has the accounts. Then you'll have to go 
out and dig up some more any way. Why 
not get in the habit of digging up new 
ones ?” 

Another bit of advice from Mr. Behrendt 
is not to try to handle a line if not able 
to put it through. This was brought up 
by reason of the fact that recently a side- 
line running into the millions was offered 
to an agent of Mr. Behrendt’s acquaint- 
ance; the agent felt that another agent 
in town could handle it better; he went 
to the other agent and they worked to- 
gether, although ordinarily they were com- 
petitors. 

Mr. Behrendt also believes in teamwork. 
“Tt would be foolish for me to try and 
handle all ends of our business,” he said, 
“and it would be just as unwise for I. O. 


Levy, my partner, to do so. We each 
have our work cut dut. Mr. Levy handled 
that 12-story building of ours. We each 


work hard and don’t stumble over each 
other’s tracks.” 





GEO. Z. DAY, Secretary 








TALKS TO BOARD OF TRADE 





W.N. Bament, Home General Adjuster, 
Lays Emphasis on Observance of 
Co-Insurance Clause 

W.N. Bament, general adjuster of the 
Home, gave a talk on the history of fire 
insurance and loss adjustments, Wednes- 
day, at the monthly meeting of the 
New York Board of Trade and Trans- 
portation. His address consisted princi- 
pally of adjustment anecdotes, with spe- 
cial emphasis laid on the matter of the 
co-insurance clause. He urged the busi- 
ness men present to be careful to watch 
this feature of their fire insurance, as 
the fire companies demand an observ- 
ance of the 80% co-insurance clause if 
assureds hope to collect the full amount 
of their claims. 

Fire insurance companies mean to be 
liberal and fair, Mr. Bament said, but 
they likewise expect policyholders to live 
up to the ‘conditions set forth in their 
policies if they in turn look for the un- 
derwrtiters to fufill all the obligations 
they. promise to assume in the event of 
a fire loss. 





ELECTRICAL INSPECTION 





Talk of Putting This Work Under One 
Head In New York State 


There is considerable discussion on the 
street relative to coordinating the elec- 
trical inspection work of New York 
State under one head. At present 
there is a separate electrical division in 
Buffalo, one in Syracuse, and both the 
New York Board and the Suburban have 
electrical departments. 





BILL TO REMOVE HAZARDS 

Senator George L. Thompson of Kings 
Park this week introduced at Albany 
a bill amending the village law relative 
to removal of fire hazards, which waa 
referred to the committee on villages. 
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What Is the Value of Silk Piece Goods? 


By George Harrington, Home Insurance Co. 


The insurance contract is one of indem- 
nity and hence the basis of sound value is 
acquisition cost to the assured. 

Under present trade conditions silk mills, 
especially the smaller mills, place their 
goods in the hands of middle men, vari- 
ously called factors, jobbers or agents, who 
advance money against these goods and 
when same are sold account to the mills for 
the sale price less their commission. It is 
a growing custom of the trade for the mill 
to bill these goods to the selling agency 
under open invoice. 

When fire occurs on the premises of the 
selling agency, the question immediately 
arises what is the sound value in their 
hands and under their insurance? To base 
this on actual cost of these goods at the 
mill plus handling, transportation and com- 
missions would not always be correct be- 
cause of the fluctuations in cost of raw 
produce and manufacture and the further 
fact that these goods were made, possibly, 
months prior to the fire. To figure the 
sound value, as is usually insisted upon by 
the selling agent, on a basis of a sales 
price less trade discounts and commissions 
is likewise improper. To exercise the com- 
panies’ option and replace the goods dam- 
aged is also frequently inadvisable because 
of the delays in securing a large quantity 
of silk goods in the open market and the 
further fact that when prices are firm with 
a tendency to advance, goods purchased for 
replacement would be ata higher price than 
was the market day of fire. To ask the 
mills for quotations would necessitate their 
figuring costs on the price of raw silk that 
date plus future costs of manufacture. 

Company adjusters are asked to accept 
sound value on a basis of sale less trade 
discounts and commissions, which is a very 
uncertain method because of the seasonable 
fluctuations and the further fact that be- 
tween seasons selling agents will not accept 
other than limited orders for goods when 


in their judgment prices will be higher in 
a short time. In other words, sale prices 
depend upon the vagaries of a buyer’s 
market. These conditions will probably 
always be present as long as raw silks and 
piece goods are bought and sold according 
to the seasons and the fluctuating demand. 
A daily price market similar to the quota- 
tions for cotton would go a long way 
toward removing the uncertainties from the 
silk business and the ever present difficulty 
in arriving at sound value. 


Niagara Buys Control of 
Maryland Motor Car Company 
The Niagara Fire has assumed con- 
trol of the Maryland Motor Car of Balti 
more and most of the stockholders have 
received their checks in payment for the 
stock. The offer of $96 a share by the 
Niagara will stand open until January 
24. The entire deal will involve about 
$950,000, as there are 10,000 shares of the 
company’s stock. No change of officers 
is expected but the company’s charter 
will be enlarged to permit the Maryland 
to write all lines of fire insurance in 
addition to automobile lines now handled 


RECEIVER FOR MUTUAL 


Arthur M. Siegk has been appointed 
receiver for the Federal Mutual Fire In 
surance Company of Baltimore. A bond 
of $25,000 was furnished by the receiver. 

State Insurance Commissioner Carville 
D. Benson requested the court to appoint 
a committee to investigate the condition 
of the company. He said that the liabili 
ties of the company exceeded the assets 
by $13,953.67. The court appointed Mr. 
Benson, David G. McIntosh and Joseph 
H. Rice. 
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‘Royal Exchange Assurance” 


Fire and Automobile Lines 


Car & General Insurance Corporation, Limited 


Automobile Liability Insurance 
83 MAIDEN LANE, NEW YORK 














INCORPORATED 1868 


Te Dtrudard Fre Insurance Co. 


OF NEW JERSEY 
TRENTON, N. J. 


O. J. PRIOR, President 
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NEARLY ALL LAWYERS 

The Republican Senators at Albany 
have named their representatives on the 
insurance committee. They are Arthur 
I’, Bouton, lawyer, chairman; George R. 
learon, Syracuse, lawyer; John L. Karle, 
Ridgewood, L. L, lawyer; James L. 
Whitley, Rochester, lawyer; Leonard W. 
H. Gibbs, Buffalo, lawyer; Thomas C. 
Brown, Schenectady, contractor. Whit 
ley and Fearon were on the committee 
last year, while Gibbs saw service on it 
in 1922. 


BEEFSTEAK DINNER 
The New York City Bond of The Blue 
(ioose will hold its annual beefsteak dinner, 
January 19, 1925, at 6:30 p. m., at the 
Achtel-Stetters, 842 Broad Street, Newark, 
N. J. Following the dinner a meeting 
and initiation will take place. 


APPOINTS NEW SPECIAL 


The Ohio Farmers has appointed Harry 
W. Berberich as its new special agent for 
western Pennsylvania and western Mary 
land, succeeding Edward Hodgdon, re 
signed. Mr. Berberich was an examiner 
for the National Union of Pittsburgh for 
several years, and more lately has been 
special agent for the Allemania in east- 
ern Qhio 


NATIONAL UNION STOCK 


Stockholders of the National Union of 
Pittsburgh this week fixed the price at 
which the new half million issue is to be 
sold at $200 a share of a par value of 
$100. The stockholders also voted to de- 
crease the number of directors from twen- 
ty-one to nineteen. 





LOYAL TO FRIENDS, AND TO LOYAL AGENTS, LOYAL 





FIREMEN’S 


INSURANCE CO. 
ef Newark, N. J. 


Orgemised 1855 


Statement January 1, 1924 
ASGETS AND LIABILITIES 
Capital .......%§38,000,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 
other liabilities. 6,181,979.10 


Net Surplus... *3,601,619.22 


Total ........$14,683,598.22 


Policyholders’ Surplus, 
$6,501,619.22 


*As changed April, 1904. 








Neal Bassett, Vies-Pres 

Jobs » View-Pres. and Treas. 

ee af Vieo-Pres. and Weet. Mgr. 
A. H. Haselnager, Secretary 
Welle T. Bassett, Secretary 


THE 
GirardF.«M. 


INSURANCE CO. 


ef Philadelphia 


Organised 1853 
Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ....... .$1,000,000.00 


ance Fund and 
Reserve for all 
other liabilities.. 2.949,854.39 


Net Surplus.... 1,075,257.03 





ern ...$5,025,111.42 
Policyholders’ Surplus, 
$2,075,257.03 


Neal Bassett, President 

John Kay, Vice-Pres. and Treas. 
Waite Bliven, Vice-Pres. and West. Mgr. 
John A. Snyder, Secretary 

A. H. Hassinger, Seeretary 

Wells T. Bassett, Secretary 


MECHANICS 


INSURANCE CO. 


of Philadelphia 
Organised 1854 


Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ........$ 600,000.00 


Reserve Reinsur- 
ance Fund and 
Reserve for all 


other liabilities.. 2,208,445 .09 


Net Surplus.... 865,373.90 





 eererre, $3,673,818.99 


Policyholders’ Surplus, 
$1,465,373.90 








H. M. Schmitt, President 

Neal Bassett, Vice-Pres. 

John Kay, Vice-Pres. and Treas. 

Waite Bliven, Vice-Pres. and West. Mgr. 


Thos. A. Hathaway, Secretary 
A. H. Hassinger, Retry 
Wells T. Bassett, Secretary 


National 
Ben Franklin 


FIRE INSURANCE CO. 
of Pittsburgh, Pa. 


Organized 1866 


Statement January 1, 1924 
ASSETS AND LIABILITIES 
Capital ........ $1,000,000.00 

Reserve Reinsur- 
ance Fund and 
all other Liabili- 
WD csisicc oes 2,938,245 94 


Net Surplus ....1,819,295.35 





Tota) e+e §$4,757,541.29 


Surplus to Policyholders, 
$1,819,295.35 
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Western Union Men Are | 
Against Arbitration Now 





Will Not Take Initiative; Think It Will Furnish Ex- 
cuse for Delay in Carrying Out Separation; 
How Insurance Newspaper Men Regard 
Suggestion That C. R. Street Be 
Arbitrator 


The suggestion made by THe Eastern 
UNDERWRITER last week that the Union- 
Bureau cleavage over separation had ar- 
rived at a point where it should be arbi- 
trated, and that Charles R. Street, vice- 
president and Western manager of the 
Great American, would be an ideal choice 
for arbitrator, created lots of comment. 
Tue EaAsteRN UNDERWRITER followed up 
the suggesiton by asking newspaper edi- 
tors for their opinion. A number of let 
ters were received by THE Eastern UN- 
DERWRITER showing a conflict of opinion, 
and some of them not written for publ: 
cation. 

One newspaper man who has been fol 
lowing the situation personally—that is, 
is constantly in touch with leaders in the 
this very subject to 
THe Eastern UNDERWRITER: 

“It is known in Chicago that Charles 
R. Street and some of the Western In- 
surance Bureau leaders have had some 
scheme of arbitrating the differences. 
Street is a considerable factor in this, as 
he has the esteem of all parties. He was 


business on said 


in New York last week and so was 
Waite Bliven. It is the general view 
point of Western Union people that 


they are not in tavor of initiating any 
movement to stop the separation muddle. 
If any proposition is made they say it 
must come from the Western Insurance 
Bureau. Many say that under no cir- 
cumstances will they agree to a program 
for the continuation of any mixed 
agencies. They might agree to a plan to 
keep Western Insurance Bureau agencies 


free from Western Union invasion anid 
vice-versa. But you may rest assured 
that the Western Union leaders are 
against any plan, which they would 


originate, for arbitration even with Mr. 
Street as an arbitrator.” 
Sees Strong Opposition 


Another prominent newspaper man, 
likewise a news gatherer, said, but also 


with the stipulation that his name be 
withheld: 
“Mr. Street has been in New York 


during the week, but all the Western 
Union managers | know and have talked 
with recently about arbitration are 
strongly opposed to any such suggestion, 
holding that separation is practically 
completed and that to talk of arbitration 
at this time would merely complicate the 
situation without securing good results. 
The Bureau companies, of course, would 
welcome the suggestion as its tendency 
would be to give the agents who have 
not yet separated another excuse for de- 
laying action. 

“It is true that Mr. Street is highly 
regarded by both sides, but I am not 
certain that he would accept the position 
of arbitrator in view of his connection 
with a Union company, and I know that 
some Bureau members would object to 
any Union manager, no matter how much 
they may think of him personally. 


Says Street Was Once Considered for 
Arbitrator 


Still a third newspaper man, also in 
touch with the situation by personal con- 
tact, writes confidentially, his letter say- 
ing : 

“While this plan has several times 
een considered we, as publishers, hesi- 
tate to express a statement for publica- 


tion lest the fraternity gain the im- 
pression that we are trying to “butt in” 
on their business. Hence we ask you to 
excuse us from making the statement 
for publication. 

“You may recall that when Mr. Sweet 
resigned from the Fidelity-Phenix, and 
before becoming connected with the Great 
American, his connection with such an 
arbitration was quite widely discussed. 
| know that it was presented to Charles 
Kk. Sheldon, then living, who expressed 
the utmost confidence in Mr. Stree‘, 
though nothing came of the suggestion 
at that time. 

“While no one holds Mr. Street in 
higher respect and esteem than I, a 
strong doubt now arises in my mind as 
to either his eligibility for such a post 
or his willingness to accept such a proffer 
because of his official connection with a 
Union company.” 


W. W. Mack’s View 


Some of the other editors responded to 
Tue EasTtERN UNDERWRITER’S request for 
views as follows: 

W. W. Mack, Weekly Underwriter: 
“The arbitration of the Western Union- 
Western Insurance Bureau matter, if 
such an arbitration be possible, would 
constitute the most delicate and dif- 
ficult adjustment in recent insurance his- 
tory. My knowledge of Mr. Street leads 
me to believe that if he could be induced 
to tackle the problem he would come 
nearer to solving it than any one else. 
He certainly would have the confidence 
of both sides as a fair-minded man of 
the broadest experience and knowledge 
of conditions. Anyway, your suggestion 
is most constructive.” 


Hall Sees Need of Getting Together 
A. G. Hall, editor “Insurance Advo- 
cate”: 


“IT do not know what Mr. Street has 
done that would induce you to load upon 


his shoulders such a terrific job. An 
attempted reconciliation between de- 
termined ruthless dominance and de- 


termined independence is a large order. 
If Mr. Street can get ’em out of the 
trenches before Christmas, 1925, he will 
deserve a halo. However, I am for any 
effort to make the United States safe for 
democracy and the liberty of the in- 
dividual to work out his own destiny; 
and I truly hope that you are not lonely 
in your apparent idea that ruthless 
domination has not worked out entirely 
as hoped for and planned. The institu- 





mV IW da OV IY LI aoe UP A/a 
LEE mK DSS ARI EGE IEIOD CPL ER 










know that 


time of the year. 


gasoline engines. 
less, tasteless, and 
hale a seemingly 


are closed. 


sure 

ample ventilation. 

as ours. 
WARNING, 


Over Sixty Years in 
Business. Now In- 
suring Over Two 
Billion Dollars in 
Policies on 3,500,000 
Lives. 


CARBON MONOXIDE GAS 


Is there a duty for insurance men? 


You and we, as fellow underwriters, 
now CARBON MONOXIDE 
GAS is a frequent cause of fatalities. 
We are reminded of it especially at this 


This gas is a product of combustion 
from either stationary or automotive 


means almost immediate loss of life. 

Knowing this, it is clearly our duty to 
warn the owners of cars not to run their 
engines when garage doors or windows 


Join us in this work of safeguarding 
life. ‘Lell every insured that the only 
protection against 
MONOXIDE GAS is fresh air and 


This is a duty, and it is yours as well 


This appeal is for the furtherance of 
verbally or otherwise, to the General Public. 
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tion of insurance is of more importance 
as a factor in our national life than the 
particular business:interests of any com- 
pany or group of companies. The pro- 
fessional conception is better than the 
aggressive conception. They all go to- 
gether in the National Board and they 
could all get together on every other 
point, if they will. Dangerous butting in 
by supervisory officials could be averted.” 
Product of Unequal Competition 

W. E. Underwood, insurance editor of 
the New York “Commercial” and editor 
of “The Insurance Critic,” gave THE 
EASTERN UNDERWRITER this statement: 

“Impartial minds, giving consideration 
to the disagreement existing between the 
two Western fire underwriters’ organiza- 
tions, recognize it as the product of un- 
equal competition, the future probable 
results of which may be more serious 
than are now calculable. It is not neces- 
sary to elaborate this point by way of 
proving its soundness. It should be 
obvious to every student of the subject. 

We face the fact that the Bureau 
companies believe they need such ad- 
vantages as accrue from differential 
agency commissions. At the present 
time it is perhaps futile to examine the 
foundation on which the belief rests. 

There is one feature of the fire insur- 
ance business closely related to the ques- 
tion involved in this controversy which 
none of the parties to it can evade; it 
is that the operating expenses have gone 
beyond reasonable bounds. 

This is amatter wholly within the con- 
trol of the companies; but they neglect 
to exercise that control. The responsi- 
bility is theirs; and eventually they will 
be held to it by an outside power unless, 
happily, before that exigency arises, they 
acquire a better appreciation of the 
actual situation and unitedly adopt meas- 
ures to correct the resultant evils. 

As now generally constituted, the 
agency commission system is inconsistent, 
indefensible and expensive. There are 
more than the differences between the 
Union and the Bureau to be adjusted. 

It is difficult to comprehend how the 
representative of one of the companies 
which is a party to the Union-Bureau 
controversy could qualify as an arbitra- 
tor of it satisfactorily to those who con- 
stitute the other party. Some one with 
the necessary knowledge of the business 
and otherwise competent, but wholly 
divorced from all interest in it—say Bur- 
ton Mansfield, former insurance commis- 
sioner of Connecticut—is indicated for 
the task.” 

Arbitrator Need Not Be Fire 
Insurance Man 

Editor G. Reid Mackay of “The Insur- 
ance Index” responded with these views: 

“Referring to your suggestion that the 
Union-Bureau controversy is a case 
where an arbitrator who has the respect 
of all might be able to settle the con- 
troversy, and your suggestion for arbi- 
trator, of C. R. Street, vice-president of 
the Great American. ‘The Index’ thinks 
that if an arbitrator has to be chosen 
from among executives of fire com- 
panies, you could not have made a more 
happy selection than that of Mr. Street. 
His knowledge of the business, his fair- 
mindedness and the high place he holds 
in the fire insurance world are of com- 
mon knowledge to fire insurance men 
in this country. Nevertheless, we think, 
that, in selecting an arbitrator in this 
particular controversy, one should be 
chosen from among the many able execu- 
tives to be found in the ranks of the life, 
casualty and surety companies in the 
United States. In these companies there 
are many executives of marked under- 
writing ability who have made insurance 
—all kinds—their study, known from 
coast to coast, and holding the con- 
fidence of all men in the insurance busi- 
ness. Quite a number could be named 
offhand, any one of whom, if it were 
agreed to submit such a matter, would 
be satisfactory to the fire companies. 

Of course, he would have to acquaint 
himself with all the details of the con- 
troversy submitted by both sides. Hav- 
ing this, ‘The Index’ is of the opinion 
(Continued on page 21) 
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When the Wheels Stop 


Industry depends upon the smooth 
coordination of many interlocking 
wheels to keep production constant, 
profits steady and workmen em- 
ployed and contented. 

When a gear is stripped some- 
where by fire or lightning, wind- 
storm or even by rebellious em- 
ployees the entire works are thrown 
out of order. 

Insurance’ stabilizes these ab- 
normal conditions by meeting almost 
every conceivable need _ resulting 


from property damage, Fire and 
Lightning, Windstorm, Use and 
Occupancy, Riot and Civil Commo- 
tion, Sprinkler Leakage—these and 
other classes of insurance all tend to 
stabilize crippled industry. 


The business of insuring requires 
strength in financial reserves and 
service in adjustments. A policy in 


The Home of New York provides the 
protection of America’s Largest and 
Strongest Fire Insurance Company. 
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The site of the new building of Lloyd’s 


: : : There i » nine floors above the 

corporation in Leadenhall Street, London, There will be nine 

ground level and two basement floors. 
The main entrance to Lloyd’s will be 

in Leadenhall Street, and its design is one 


of the most imposing features of the entire 


has now been cleared and the work on the 
foundations of the structure has just begun. 


The building, or more accurately the 
7 
oo 
$ 
ry 





block of buildings, will house both Lloyd’s plan. From this entrance a finely vaulted 
> and.the Royal Mail Steam Packet Com- approach will lead to the great hall, or 
4 “Room,” where the business of under- 
{ amas writers and brokers will be transacted. 
j Each side of this approach will be oc- 





The “Room” is designed to occupy the 
main part of the area of the site, and will 
be 160 feet square. It will be both di- 
rectly and top-lighted, and will extend 
through three floors of the building to a 
central dome borne on pillars. 

The ground floor will also include a 
library, committee rooms, 


and various 


offices. 
Above the great hall there will be a 
number of offices, set well back from the 





New Home of Lloyd’s Under Way 


the Lime Street facade will extend 372 feet. 


cated the famous 


Captain’s Room of 
Lloyd’s, with a smoking room and a spe- 
cial dining room, and the kitchens 


mediately above. 


im- 
The two basements will 
accommodate the printing establishment of 
“Lloyd’s List;” safe deposit vaults and 
strong rooms; and the heating and ven- 
tilation installations. 

The architect of the building is one of 
the most eminent in Europe, Sir Edwin 
Cooper, who designed the Port of London 



































LLOYD’S—APPROACH FROM 
LEADENHALL STREET 


The main frontage to Leadenhall Street, cupied by a bank. There will be other 


“THE ROOM” 


interfere with the 
lighting of neighboring buildings. 


On one of the upper floors will be lo- 


street, so as not to 


Authority, the $22,500,000 building which 
is acknowledged to be the most beautiful 
in London. 











most of which will be taken by the entrances and approaches to the “Room” 

R. M. S. P., will be 262 feet long, and from Lime Street. 
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LLOYD’S NEW HOME—THE FRONT 
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Remarkable List Of 
Smyrna Fire Witnesses 
WIDE RANGE OF ACTIVITIES 


They Included Priests, Merchants, Engi- 
neers, Soldiers, Marines, Photographers, 
Firemen, Tobacco Men, Women 


British insurance’ papers have arrived in 
this country containing the full text of the 


arguments and the names of witnesses in 
the litigation which arose because of the 


the case being known as the 
Ltd. v. Guat 


Smyrna fire, 


the American ‘Tobacco Co., 


dian Assurance in which millions of dollars 
of imsurance were involved, the final de 
cision being that the imsurance companies 
need not pay. ‘Lhe stories cover many 
pages. ‘lhe imsurance contention was that 
the fire was incendiary, started by ‘Turkish 
vldiers in reprisal against the Armenian 
population, 

Some idea of the human interest in this 


case can be judged by a list of witnesses. 
Jhose itor the plaintiff were: 


Col. Mouharren Bey, Chief of the 
ral Stati 
Major Cherefeddine 
Jurkish Army. 
Pene Guichet Chief 
Railway Station. 
Vrbka Zetenko, 
Joseph Algranti, 
nationality. 
Chester G ri wold, an American merchant. 
Charles Balladur, a French engineer. 
Dimitrios pee Sl a Greek previously in the 
employ of the Oriental Carpet Manutacturer 
Gilo Erreva, an Italian merchant. 
John Constantinides, of the Fire 


Turkish Gen 


Bey, 1V Regt. of Cavalry, 


Engineer at Basma Hane 
vakia. 


‘Turkish 


a citizen of Czecho-Slo 


omyrna resident ol 


Brigade oi 
myrna. 





hola Vanvacopoulos, Commandant of | the 
Garrison in the Port of Piraeus. 

Francis Skinner MecVitie, a carpet merchant. 

\ Archivist of the Turkish Legation 

Jeh 1 Archbell, President of the American 
Pobaceo Co. of the Orient. 


For the Defense 


Lhe witnesses for the defense were as 

follows: 

Rey. Der Choren Boutchakjian, an Armenian 
priest. 

ar Harry Harling Lamb, Consul General at 
omyrna 

Brigadier-General Davi 

Captain Allan, Captain of ss. “Bavarian,” of the 





Klerman Line. 

Capt. Evanghelk Katsikas, a merchant, for 
merly of the Greek Army 

Spyridon Goumaris, a merchant of Smyrna, 

Comstantine Tehorbadgis, formerly Sergeant of 
thie myrna Fire Brigade 
ster Mabel Maria Kalia, a Greek 

vurse Arousiak Sislian, an Armenian 

Key. Charles James Hamilton Dobson, British 
Chaplain at Smyrna 

William Ferguson, Office Manager to the Whit 
tier Sanitary Dairy Co., Ltd 

Major Arthur Reginald Maxwell, of the Royal 
Marines. 

Sergt. Demetrius Petro Marange of the Smyrna 
hire Brigade 

Cae ge Constanti Karras, an officer of th 
Smyrna Fire Brigade. 

Lieut. ileaton Lumley, of the Royal Marines 

Haralambos John Spanoudakis, formerly an ace 
countant of the Aidin Railway Co 

Emmanuel Haralambou Katsar formerly in 
the Smyrna 1 Brigad 

Chief Petty Officer Edward HL, Whiteombe 

Petty Officer William Stubbs, an official phot« 

apher of the Royal Navy 

Pte, Bernard Escott, of the Royal Marine 
orge Helzel, a Czecho-Slovakian 

( M. Fripp, of the Royal Marine 

M Rose Vartanessan 

M sophia Beter Michaeledor 

\ntoni Lambrou Galetsas 

Humphrey Joel, a professional photographer 

Thorne Baker, Chief Technical Adviser and Di 
rector of Research of the Imperial Dry Plate 
Co., Fellow of the Royal Photographic Society 
In his decision the court, Justice Rowlatt 
aid in part: 
“Now | will return to the facts, and will 


B. H. WOOD RETIRES 


.Over Fifty Years With Royal as Man- 
ager of Philadelphia Office; 
His Successors Named 
B. H. Wood, manager of the Royal in 
Philadelphia, is retiring from active service 
after being with the company for more 
than fifty year His father before him 
had held the ame position. To succeed 
Mr. Wood the Royal has appointed Mor 
timer Skinner, who has been assistant 
manager, and William T. Mills, Jr., for 
merly special agent of the company in 
Eastern Pennsylvania. Both have been in 
the service of the Royal for many years. 
\ssociated with them are W. S. Anderson, 
agency superintendent, and W. B. Albert- 

son, Philadelphia city department. 








Getting Press Notices By 
Tying Up With Actors 
AGENTS GET MUCH PUBLICITY 


A. Condon of New Haven Sells 
Policy to Actress by the 
Radio Route 


John 


Insurance ayents are beginning to un 
that 


regarded by 


derstand while insurance news per 


s¢ is not many managing 


and city editors as interesting enough to 
print there is very little that happens 
in the theater or the movies that is not 
held in high regard by the men in charge 
of the column destinies, and, in 
consequence a growing number of insur 
ance agents is hooking on to daily paper 
publicity by tying the theater and its 
people up to insurance. Thus, we have 
had the story about the cross-eyed Bon 
‘Turpin, the comedian, insuring his eyes 
against the terrible possibility of their 
straightening themselves out; of Kubelik, 
the violinist, insuring his fingers, and 
Pavlowa insuring her legs; and of [dna 
Wallace Hopper, actress and beauty ex- 
pert, going into the office of the Harry 
Kolb agency in Omaha and having hei 
picture taken as she bought a policy. 
Sam Behrendt, of Los Angeles 


1 
spac S 


endeavor to look at them from a plain and 
business point of view. ‘The military occu- 
pation of Smyrna brought about a state of 
affairs in which there was the opportunity, 
in the absence of sufficient policing, for 
looting and outrage, and when, in the 
triumph of one race and religion over an- 
other, there was the exultation which would 
tend to make the outrage ruthless. The 
fire arose out of the looting and outrage. 
Can it be said that the fire was not 
ioned even indirectly or remotely, and that 
it was not even contributed to, and was not, 
as a matter of cause and effect, even con- 
nected with the military occupation of 
Smyrna? I do not think it can; and with 
out reference to the words ‘incendiarism 


occa 


walked away with a considerable amount 
of this publicity by reason of his freak 
insurance covers. 
Condon’s Radio Stunt 

Some of the conservative underwriters 
have not understood this form of pub- 
licity, but they have not been able to 
point out any. objection to having it 
known that an insurance company will 
insure against all hazards, including loss 
ot profits. 

The latest one of insur- 


these freak 


ance stories, this one published in the 
New Haven Journal-Courier, involved 
John A. Condon, newly-elected chairman 
of the New Haven Board of Fire Under- 
writers, who is said to be an unusually 
good agent, a fine entertainer, a clever 
speaker and certainly a shrewd adver 
tiser. Here’s the Condon story: 

Probably the first insurance policy ever to 
be bought over the radio was bought last eve 


ning by Miss Peggy Dolan, leading lady of 
George White’s Scandals, from John A, Con 
don, a_ well-known insurance man of New 
Haven. 

Miss Dolan was. singing at broadcasting 
tation WDAR of Philadelphia and at the con 


clusion of her program she 
“If John A. Condon is 
cert, I am ready 


was heard to say, 
listening in on this con- 
to confirm the voice policy I 
discussed with him last Christmas.” Mr, Con- 
don will immediately get in touch with 
Dolan, and complete the policy, insuring her 
voice for $50,000. 

One of Mr. 
the company 
has only one 
crippled him 


Condon’s friends 
people said Mr. Condon 
arm, but that has 
any way in business. 


RUSSIAN COMPANY WINS 


Appellate Division Holds That Directors 
Have Right to Withdraw Funds 
Deposited in the U. S. 

Through a decision last week of the 
Appellate Division of the New York Su- 
preme Court Russian companies with 
branches in this country will have the 
right to withdraw funds here, their present 


directors having been given legal status, 
notwithstanding decrees of the Soviet gov- 
ernment to the contrary. The case was 
that of the Russian Reinsurance against 


Francis R. 
ent of 


Stoddard, Jr., as superintend- 
insurance, and the Bankers Trust 





Miss 


among 


not 


written by Justice Hinman, says in part: 

“The defendant has failed to convince 
us that the Russian law is inconsistent 
with our law in the two respects in ques- 
tion. We find no provision in the statute 
or charter of the plaintiff company pro- 
hibiting directors from holding over until 
their successors are elected or forbid- 
ding the holding of meetings outside of 
Russia. Moreover, we are dealing with 
abnormal conditions created by a govern- 
ment unrecognized by us which has driven 
this fugitive board of directors to the 
extremity complained of. If the decrees 
of that government are not cognizable hege 
to the detriment of this plaintiff company, 
it is justice, and not inconsistent with our 
law or any law of Russia proven in this 
case, to recognize, the right of the victim 
of spoilation and other oppression to act 
whenever and wherever it may to protect 
the interests of its shareholders. These 
holdover directors became at least trustees 
to collect, preserve and defend the prop- 
erty of the corporation. The findings of 
the trial court that, under the law of 
Russia, the acts of an ‘overholding board 
of administration or directors are - void’ 
and that ‘the Russian law admits of no 
holding of meetings of directors of Russian 
corporations outside of the corporate place 
of residence of the board, as expressed in 
the charter,’ are disapproved. 

“The finding of the trial court that: 
‘Neither the deed of trust between the 
Russian Reinsurance Company and Bank- 
ers Trust Company, nor any trust therein 
provided for has been revoked,’ is like- 
wise disapproved. This finding is obvious- 
ly based upon the holdings of the trial 
court to the effect that the Soviet decrees 
had dissolved the plaintiff company and 
that its holdover board of directors had no 
authority to function or to hold meetings 
outside of Russia.” 


ADDS TO MEMBERSHIP 


The following have recently joined the 
New York State Association of Locai 
Agents: Adsit & Tanner, Cortland; P. S. 
Juglione, Wm. J. Brogan, John Hi. 
Cordes, A. S. Feitelburg, P. A. Murray, 
C. S. McClellan, all of Mt. Vernon; F. M. 





direetly connected with’ the other matters, Company. The Appellate Court reverses Colwell, Fields & Deans, Wayne & Far- 
which words only occur in the policy of — the findings of the trial court, ruling that = rell, all of Auburn; Slacer & Co., Buf- 
one of the two plaintiffs, | think judgment, Soviet decrees have no standing so long falo; Towne & Stansbury, Corning; J. 
in both cases, must be for the defendants as the United States Government will not Fletcher Watts & Son, Jamaica; Nelson, 
with costs,” recognize the Soviet regime. The opinion, Wadsworth & Alexander, Binghamton. 
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Roger Babson Writes 
Article on Sprinklers 


GIVES INTERESTING 


FIGURES 





Says Factory Mutuals in One Year In- 
sured Seven Billions Industrial Values 
for 4 Cents Per $100 





Roger W. Babson, the economist, has 
written to the Grinnell Company, manu- 
facturers of sprinklers, Providence, R. L., 
telling what sprinklers mean to the busi- 
ness world; and also giving some interest- 
ing tables relative to insurance rate re- 
ductions by reason of sprinkler equipment. 
He says that in the Factory Mutual fire 
insurance companies there are insured sev- 
en billions of industrial values. The 
average net cost of insurance among this 
group of manufacturers for 1922 was 4 
cents per $100. He said similar net cost 
was obtained by reciprocals writing large 
department stores and other mercantile 
values which are invariably sprinklered. 

He also declared that the Factory In- 
surance Association shows a rate nearly 
identical. With insurable values of two 
and. a half billions a certain group of stock 
companies writing exclusively sprinklered 
risks in 1923 showed a fire loss of only 
$1,600,000. . He makes a comparison from 
figures furnished by the Actuarial Bureau 
of the National Board of sprinklered and 
unsprinklered risks. These figures show 
that during a period of 1917 to 1922 in- 
clusive the number of claims on un- 
sprinklered miscellaneous mercantile risks 
were 163,395; that insurance where fires 
occurred was in excess of one billion dol- 
lars; and that the whole loss was $259,- 
999,623. 

Whereas for the same period with 
sprinklered miscellaneous mercantile risks 
the number of claims were 4,335; insur- 
ance where fire occurred seven and a half 
hundred millions; and whole loss eleven 
and a half millions. 


What Figures Mean 


Briefly, these figures mean that in the 
unsprinklered class, with about 50% in- 
crease in the values at risk, actual fire 
losses occurred were more than twenty- 
two times as great as they were in the 
sprinklered class, he said. In other words, 
there was a useless loss of practically a 
quarter of a billion dollars in this one 
class of risk during a six year period 
chiefly because automatic sprinkler protec- 
tion had not been extended to those mer- 
cantile properties. 

At this point he indulges in some in- 
surance philosophy. Sometimes it is said 
that the cost of fire insurance is spread 
over the whole population in the price of 
goods. .There was a time when that was 
true, but today it is a fallacy in the opinion 
of Mr. Babson. Whenever a large group 
of leaders in an industry finds the same 
way to cut overhead costs the resultant 
savings are bound sooner or later to be 
utilized in a competitive way. So many 
of the leaders among American business 
firms today have complete sprinklered 
plants and very low insurance costs that 
only the unescapable minimum of insur- 
ance expense can be charged into the price 
of goods. Everything above this minimum 
must and does come out of the profits of 
the firm paying above the minimum. He 
explains that as follows: 

Manufacturer. A is a competitor of 
Manufacturer B. A’s plant is sprinklered 
and his insurance costs him 15 cents per 
100. B’s plant is unsprinklered and his 
insurance costs him $1.50 per $100. A’s 
overhead is lower by the total amount of 
money so saved. Since he is competing 
with B he can either take this amount of 
money off the total selling price of his 
goods or add it on to his net profit. 
Manufacturer B can do nothing to get 
himself this additional profit, except ef- 
fect the same savings in insurance cost 
by installing sprinklers. 


HOLD UP McCULLOCH 





Temporary Opposition to Reappointment 
Merely Gesture of Pinchot 
Opponents 
The nomination of Samuel W. McCul- 
loch as Pennsylvania Insurance Commis- 
sioner until the third Tuesday of Jan- 
uary, 1927, was held up by the Senate 
of the Pennsylvania Legislature, after a 
political coalition opposed to Governor 
Pinchot organized the General Assembly. 
All nominations made by the Governor, 


624 in all, were held up for several 
weeks, pending a careful scanning of the 
list to decide which heads shall fall. 


These nominations had been made as ap- 
pointments since adjournment of the 1923 
Senate. 

No trouble is expected in confirma 
tion of Commissioner McCulloch, wh» 
has served in the department for more 
than thirty years, and has been commis- 
sioner several times. Confirmation of 
his nomination may be among the first. 

A serious objection in the list, how- 
ever, is against the nomination of Rich- 


ard H. Lansburgh as Secretary of Labor 
and Industry. Lansburgh, whose home 
is in Swarthmore, and who is a former 
member of the faculty of the Wharton 
School of Finance and Commerce, Uni- 
versity of Pennsylvania, is opposed by 
business interests as a theorist. He was 
appointed October 16, 1924, to succeed 
Dr. Royal Meeker, resigned. Lansburgh, 
as Secretary of Labor and Industry, has 
charge of the workmen's compensation 
bureau and serves as chairman of the 
board’ controlling the state workmen's 
insurance fund. 


SYRACUSE FIELD CLUB 

The annual meeting of the Syracuse 
Field Club was recently held at Syra- 
cuse, N. Y., at which time the following 
officers were elected for the new year: 
Harold T. Phinney, President; Burton 
B. Gracey, vice-president; M. J. Martin, 
secretary; W. M. Wakeman, Jr., treas- 
urer. 

The regular weekly luncheon will be 
held every Saturay noon between 12 and 


1 P. M. at the Syracuse Chamber of 
Commerce. These luncheons will con- 
tinue until the golf season opens for 
1925. Any visiting insurance men, who 


may be in Syracuse on Saturday, are 
cordially invited to meet the Syracuse 
men at their luncheon. 


TO HOLD REGIONAL MEETINGS 





New York Local Agents Will Meet at 
Jamestown, Buffalo, Utica and 
Newburgh This Month 
The New York State Association of 
Local Agents will hold regional meet- 

ings as follows: 

January 21 (Wednesday)—Jamestown, 
N. Y., afternoon and evening, Hotel 
Jamestown. E. S. Smith, local chair- 
man. 

January 22 (Thursday)—Buffalo, N. 
Y., afternoon and evening, Statler Ho- 
tel. L. S. Morgan, local chairman. 

January 28 (Wednesday)—Utica, N. 
Y., afternoon, Hotel Utica. Frank Do- 
lan, local chairman. 

January 29 (Thursday)—Newburgh, 


N. Y., afternoon and evening, Hotel 
Palatine. LeGrane Pellett, local chair 
man. 


Other meetings will be held after the 
mid-year meeting of the National Asso- 
ciation in Savannah, Ga. These meet- 
ings are open not only to members of 
the State Association, but to all local 
insurance agents. 

The Hunts Point Business Exchange, 
Inc., Bronx, business brokers and in- 
surance, has been chartered at Albany 
with $500 capital. 








Chicago, IU. 





‘There 


Western Dept. 


What makes a policy valuable? 


An old time philosopher said: 
“A thing which is bought and 
sold has no value unless it con- 
tains 


that which cannot 


bought or sold—the honor and 
integrity of its maker.” 
This is particularly true when 
applied to an insurance policy. 


lor more than seventy-five years 
the 


honor and_ integrity 


the Springfield and its agents 
have guaranteed the stability of 
Springfield policies. 


has never been a 


SPRINGFIELD FIRE & MARINE INSURANCE CO. 


Head Office, Springfield, Mass. 





time 
when a Springfield policy was 
not a valuable asset to its holder. 


Pacific Dept. 


San Francisco 


be 


of 
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How te Fix Amounts 
Of U. & O. to Carry 


SAMPLE WORK SHEET SHOWN 


New York Underwriters Agency Offers 
Methods for Determining Correct 
Amount of This Protection 
How to determine the amount of use 
and occupancy insurance for an assured to 
carry is exactly as important as being able 
to understand how to settle use and oc- 
cupancy claims, Much has been written 
in the insurance journals relative to the 
intricacies of arriving at the right amounts 
for companies to pay under U. and O. 
policies, but comparatively little about the 
correct amounts to have under varying 
conditions. The New York Underwriters’ 
Agency has put out a comprehensive work 
sheet as an aid in determining these 

amounts. 

Following are the tables calculated to 
assist property holders to fix the expense 
of running establishments that would con 
tinue even though fire did partially de 
stroy a plant: 

Important Note: Make up figures on 
annual basis if your business does not 
fluctuate greatly from month to month. 
If your business is subject to seasonal o1 
monthly fluctuations fill out this schedule 
for each month separately 


Expenses That Continue 
A 


Expenses that will continue dur 
ing suspension of business 

Salaries and wages of Officers, 
superintendents and other em 
ployees whom it is necessary to 
retain on the pay roll whether 


business is carried on or not......$ 
Interest on indebtedness........ $ 


Necessary advertising expenses. .$ 
Rent, amount legally liable for 


during untenantability............ $ 
EEN RE Re eee te $ 


That part of insurance premi- 
ums which must continue during 
suspension. b 

That part of cost of heating and 
lighting which must continue dur 
ee eg ree mak $ 

Enter here any other expenses 
that would continue during sus- 


I cc rarescounshascakseeosied $ 
PEGE Ube penneeuawe eC ohecReEe z - 
| | amen 


Suspended Expenses 


B 
Expenses that will continue if 
business is suspended. 
Salaries and wages of Employees 
who can be dispensed with........ 
Cost of advertising that can be 
discontinued. 
Rent, if lease is canceled or rent 
I ie Cre C= Oe 5 
That part of insurance premiums 
which will not continue during 
suspension. 


That part of cost of heating and 
lighting which may be discon 
tinued during suspension..........! 

Enter here any other expenses 
that could be discontinued during 


PINNING She biens oeasccrsewkie $ 

pated an celana hires ceacemwieicoe eee $ 

ee ee ee ene: 
RP OURS Cho Seka a sus awe cee $—-— 


Profits and Costs 

1. Anticipated gross earnings for 
the period covered by the 
foregoing schedule based 
upon sales price of goods 
that will be produced if you 
operate a manufacturing 
plant or upon sales if you 
operate a mercantile or 
non-manufacturing establish- 
ES ekad KiNG a cl ssacknenes $ 

2. Cost of, merchandise, materials 
and supplies entering into 
goods that will be produced 
during that period in the 
case of a manufacturing 
plant or sold in the case of a 
mercantile or non-manu- 
facturing plant 

3. Deduct No. 2 from No. 1 to de- 


termine Gross Profits....... $—— 
4. Total of all Expense listed in 
columns A and B........4<.$ 
5. Deduct No. 4 from No. 3 to de- 
termine Net Profits 
6. Total of column A 
7. Add No. 5 and No. 6 to deter- 
mine Use and Occupancy 
loss if totally prevented 
from carrying on business 
for the period covered......$ $—- 
If the foregoing schedule is made up 
on an annual basis, item No. 7 is the 
amount of insurance is to be carried. If 
a separate schedule is made up for each 
period less than a year to provide for 
seasonal or monthly fluctuations, the 
amount of insurance to be carried will be 
the sum of the period amounts for item 


No. 7. 


THE H. N. WOOD DINNER 


Company Officials Go From New York 
to Omaha in Honor of 
Fieldman 
H. N. Wood, who recently retired as 
state agent for Nebraska of the North 
British & Mercantile, was given a din 
ner at the Omaha Club recently, the 
guests being the most prominent men 
in Omaha and the vicinity, including 
many people in the insurance business. 
From New York came George’ H. 
Jatchelder, R. P. Barbour and E. H. 
Inglis. Mr. Barbour presided. Among 
the speakers was a Justice of the Su 

preme Court. 

It was a felicitous occasion, as it was 
in honor to a man who stands out for 
all that is best in fire business and who 
has held many prominent positions in 
it, including the presidency of the Ne 
braska Field Club and the Fire Unde1 
writers Association of the Northwest. 
The affair was radioed. 

During the evening Mr. Wood was 
presented with a radio set. He had been 
with the North British forty years. 


THE BOSTON STOCKHOLDERS 


Many of the stockholders of the Bos- 
ton Insurance Co., which has voted to 
increase its capital to $2,000,000, are the 
children or grandchildren of the original 
stockholders. 

The original stockholders were own- 
ers, builders, masters and outfitters of 
ships living along the New England 
Coast, the company originally writing 
marine insurance only and the = sub 
seribers buying small amounts of stock. 
lor vears there were few transfers of 
the stock, and, such as there were, were 
due to the death of a stockholder in 
which cases the stock was divided up 
among the heirs, with the result that 
the stock today is widely scattered, no 
one individual owning any large amount 
of stock, 


SYRACUSE DIVISION ELECTS 

P. B. Jarvis, of the Security of New 
Haven, was this week elected president 
of the Syracuse division of the New York 
Fire Insurance Rating Organization, the 
meeting being held in Syracuse. Other 
officers elected are: first vice-president, 
R. F. Van Vranken, Home; second vice- 
president, N. C. Rowland, Michigan F. 
& M.; chairman of executive committee, 
J. A. Jordan, Continental. 

Members of the executive committee 
include the following: R. S. Kelton, New 
Hampshire; Robert I. Stewart, North 
British & Mercantile; Frank Kelley, Na- 
tional Liberty; all elected for three 
years. Those having one or two years 
to serve are: FF. C. Masoner, Connecti- 
cut; George Brinley, Hartford Fire; S. 
L. Porter, Glens Falls; H. S. Richards, 
J. G. Currie and G. F. Frank. 


LAW FIRM HAS NEW TITLE 


Hartwell Cabell announces that he 
has associated with him in the practice 
of the law Milton Berge Ignatius and 
James Monroe Lown under the firm 
name of Cabell, Ignatius & Lown, New 
York City. 
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Eacu month a color page 


about them reaches practically 
all the worth while property 
owners in their home cities. _ 
Perhaps there is a chance for 
you in the widely diversified 
service of the Hartford. Why not 


write in and see? 


HARTFORD FIRE 


INSURANCE COMPANY 
Hartford, Conn. 


T’e Hartford Fire Insurance Company and the 
Hartford Accident and Indemnity Company write 
practically every form of insurance except life 
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Railroad Ass’n Tells 7 
How to Curb R. R. Fires 


MANY DUE TO CARELESSNESS 





Group of Insurance Companies Formu- 
lates Suggestions Governing Sta- 
tions and Yards 





The Railroad Insurance Association is 
pushing the cause of fire prevention for 
steam railroads by formulating rules which 
if followed closely should reduce greatly 
the percentage of preventable fires trace- 
able chiefly to carelessness. This associ- 
ation includes among its members twelve 
of the largest fire insurance companies in 
the business which have direct interest in 
the preservation of railroad property from 
destruction by fire. DeWitt Rapalje is the 
fire prevention engineer for the R. I. A. 

Following are some of the suggestions 
offered for daily use in railroad stations and 
yards: 

General: All employees in charge of 
property should be held responsible for the 
good care and protection of property 
Employees should see that all 
defects which increase the fire risk, or 
cause fire, are given prompt attention. 

Cleanliness: All property should be kept 
Rubbish, sweepings and ashes to be 
disposed of daily. 


against fire. 


clean. 
attention 
should be given to nooks and corners, space 
underneath benches, care of oily waste, 
shafting, journals and disposition of sweep- 
ings. 


Especial 


3irds’ nests should be removed from 
all buildings and structures. Metal recep- 
tacles of approved type should be provided 
for asnes, rubbish, greasy and oily waste, 


etc. Care and cleanliness are the most 
effective safeguards against fire. ; 
Ixplosives and Combustibles: Ex- 


plosives should not be stored in or near 
company buildings or premises, except at 
authorized points, and must be removed 
within the legal time. The use and storage 
of benzine, gasolene, turpentine, acids, alco- 
hol, lamp black, torpedoes, fuses, waste, 
fibre, excelsior, straw, oakum, moss, oils, 
paints, varnishes and similar materials in- 
crease the fire risks; their use should be 
restricted as far as possible and only small 
operating supplies permitted in buildings. 
Where Ordinances are in effect regarding 
hazards they must be observed. Regula- 
tions of the “Bureau of Explosives” must 
be strictly observed in the handling of roll- 
ing equipment containing volatiles, com- 
bustibles or explosives in transportation. 

Grass & Weeds: All dry grass and 
weeds, etc., should be removed from vicin- 
ity of structures and rolling equipment. 

Heating: Heating appliances should be 
examined every fall and existing defects 
corrected before heat is needed. 

Lighting: Electricity is the preferred 
form of lighting and all lighting systems 
should be installed in accordance with 
standards and requirements. All installa- 
tions of wiring and apparatus should be 
according to the National Electrical Code. 

Oil lamps when used should be rigidly 
and securely supported on substantial metal 
hangers or brackets. Rigid brackets only 
should be used. The swinging type is dan- 
gerous. Metal lamps only should be used. 
Do not use combustible shades and keep 
away from combustible materials. 

Torches must not be used where safer 
forms of lighting are available. When not 
in use torches: should be kept in metal 
receptacles and due precaution taken to see 
that the flame is entirely extinguished. 

Power: Electricity is the preferred 
form of power. All installations to be 
made in accordance with rules of National 
Electrical Code. 

Steam power installations to be made in 
accordance with regulations. 

Gasolene engines should be avoided if 
possible, and installation must conform with 
Rules and Regulations for such equipment. 

Locomotives: Front ends should be 
regularly inspected and defective nettings 
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and hoods repaired or replaced. Ash pans 
and dampers should be closely watched and 
defects which allow live coals to escape 
must be remedied at once. Fires must be 
cleaned in places designated for the pur- 
pose and cinders wet down until all signs 
of fire are removed. 

Lumber: Should not be piled within 50 
feet of any building, when possible to avoid 
it; preferably 100 feet away when exposure 
warrants. 

Matches: Only matches of the safety 
kind (those that strike only on the box) 
should be used. 

Oils: Supply of oil should be kept in 
special and proper oil houses or in small 
out buildings, away from main buildings. 
If this is not possible at station buildings 
a metal box or tray should be provided in 
which to keep the oil cans. Quantities 
stored should be kept as small as prac- 
ticable. 

Records: Special attention should be 
given to the storage and care of records. 
Shelving or other proper facilities should 
be provided for stationery and_ records, 
which must be piled in an orderly manner. 

Rolling Equipment: Should not be 
stored on tracks where subject to exposure 
from buildings or hazardous risks, and 
should not be gathered in large numbers 
at unprotected places, or where without 
ample facilities for prompt removal. 
Stored rolling equipment should be swept 
clean, doors closed, and any accumulation 
of rubbish, dry grass, etc., removed from 
around same. Extreme caution must be 
observed in the handling and storage of 
equipment containing volatile or inflam- 
mable oils, acids, explosives, lime, ete. 

Signal Wiring: Telegraph and telephone 
wires in buildings should be installed 
throughout in accordance with the Rules 
and Regulations of the National Electrical 
Code. 

Smoking: To be prohibited on all oper- 
ating properties and signs conspicuously 
posted to that effect. Special employees’ 
buildings or rest rooms may be provided 
where smoking can be permitted under 
safeguarded conditions. 


PREPARE FOR AGENTS’ MEETING 


Savannah Local Daend Bivatere Promise 
Fine Entertainment After Close 
of Business Sessions 


Savannah, Ga., local agents are prepar- 
ing for the mid-winter convention of the 
National Association of Insurance Agents 
which meets here at the DeSoto Hotel, 
February 10-12. On the evening of Tues- 
day, February 10, there will be an in- 
formal get-together dinner and entertain- 
ment, to be followed by business  ses- 
sions Wednesday morning and afternoon. 
At the close of the Wednesday after- 
noon session a barbeque is scheduled to 
be followed by dancing at the hotel. 
Women guests playing golf are invited 
to participate in a tournament Wednes- 
day. 

Garrard Haines, president of the 
Savannah local board, is in charge of the 
general arrangements for the conven- 
tion. Other committee heads include the 
following: entertainment, W. F. Train 
and John D. Carswell; registration, W. 
M. Coney; railroad transportation, T. C. 
Myers; and automobile transportation, 
W. S. Rankin, C. F. Powers and A. C. 
Stevens. 


Hudson County, N. J., Local 
Board Backs National Assn. 


Members of the Hudson county, N. J., 
local board last week voted to give their 
support to the Milwaukee declaration 
of the National Association of Insur- 
ance Agents. Hudson county includes 
Jersey City and surrounding territory. 
The resolution follows: 


“Resolved that the Underwriters’ Asso 
ciatidn of Hudson county, N. J., approves 
and endorses the resolution passed by 
the National Association at its annual 
meeting in Milwaukee, September, 1924; 

“Resolved further, that the secretary 
be instructed to send a copy of this reso- 
lution to the National Associaiton of In 
surance Agents.” 
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Western Union Men 
And Arbitration 


(Continued from page 15) 


that the carefully weighed proposals for 
settlement of such an executive would be 
more satisfactory than that of any execu- 
tive of a Union or Bureau Company. 

“It should be borne in mind that, no 
matter how well fitted an executive may 
be, chosen to arbitrate in a controversy 
which has waged for so long between the 
Western Union and the Western Bureau 
companies, that, if such an arbitrator is 
an executive of a company, which is a 
party to the controversy—that fact con- 
stitutes a weakness.” 


A Frank Editor 


A modest editor is Robert R. Dearden, 
Jr., of the United States Review,” who 
says: 

“IT share with you in the thought that 
some such solution of the trouble would be 
highly gratifying, and that some forceful 
and clear-headed underwriter, absolutely 
impartial in his views, might prove to be 
the Moses to lead the warring elements out 
of the wilderness, conceding of course, that 
both sides would be flexible enough to agree 
that there was something to arbitrate. 

“IT am afraid that any expression from 
me, however, would be of little value. In 
principle your suggestion is most excellent. 
But while I am familiar with the contro- 
versy in its cardinal features, I probably 
would not be familiar enough with the 
early history, training, associations and 
natural sympathies of anyone who might 
be chosen for that task, and as all of these 
things have a very real and practical in- 
fluence, it might from my viewpoint, be 
difficult to find any important underwriter 
who was not tinctured with some partiality. 
In principle you are right. Perhaps some 
eminent outside jurist might do it, like 


Hughes. I don’t know.” 
Says Tarleton Brown 
From Tarleton Brown, editor of the 


“Western Insurance Review,” St. Louis, 
THe Eastern UNDERWRITER has received 
this statement: 

“T quite agree with you that the Union- 
Bureau separation controversy is at 
stalemate, and that something should be 
done at once to clear up the matter. It 
would seem that the companies should 
keep their own house clean or public of- 
ficials are sure to try to do it for them, 
which would mean more controversies. 

“Your suggestion that the separation 
question might be settled by an arbiter is 
a happy one. Large committees of the 
two organizations have apparently made 
little headway, and if one man could be 
agreed upon—to take supreme charge-— 
the problem could no doubt be speedily 
smoothed out. We know of no man bet- 
ter versed in underwfiting in the mid- 
dle-west than Charles R. Street, and we 
believe he enjoys the full confidence of 
everyone in the business. Let’s hope 
your suggestion bears fruit.” 





APPLEBY LEFT $300,000 
Estate of Asbury Park Insurance Agent 
Who Died a Month Ago 
The late T. Frank Appleby, Asbury 
Park insurance agent who died a month 
ago and whose sons are now running 
his agency, left an estate valued at 
$300,000. The bulk of the property goes 

to his widow and three sons. 


Mr. Appleby was a member of Con- 
gress. 





TOO FEW HORSES 


The North Wales Mutual Live Stock 
Company of Norristown, Pa., which in- 
sured horses and live stock when horses 
were popular, has not only gone out of 
busjness but has gone so much out of 
business that a telegram sent to the 
company by THe Eastern UNDERWRITER 
this week was undelivered. 
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Part Time Decision in Pennsylvania 


(Continued from page 1) 


from that is that 
to leave that ques 


yusiness. Its conclusion 


the legislature intended 


tion to the discretion and determination ot 
the agent appointed to write insurance. 
The legislature must have concluded that 
that question would be satistact6rily ar 
ranged between company and agent, 
believing no doubt that the agent would 


activity and continuity of 
service by the ambition to succeed 
and the desire to accumulate the emolu 
ments from such employment. Had_ the 
legislature intended to say that an insur 
ance company should not be allowed to 
appoint an agent in Pennsylvania unless the 
agent would agree with the insurance com- 
missioner to devote all of his time to writ 
it could have so 
“Its omission so 
significant,’ 


e spurred to 
active 


ing or effecting insurance, 
stated in the act 
think, 


plainly 
to legislate is, we 
ays the court. 
Che court then shows that the appoint- 
according to the procedure 
with name, remit 
tance of $2 for certificate, and answer by 
applicant in writing and under oath of 
interrogatories on forms and supplements 
such as the Insurance Department prepares ; 
telling experience and presenting facts 
howing that the applicant is trustworthy, 
knows insurance law provisions, etc. It 
then tells of the refusal to issue the cer 
tificate, the commissioner saying “This de 
partment will not issue licenses to new 
applicants who are practicing lawyers.” 


very 


ment was made 


in such cases, correct 


Questions Commissioners Positive 


Position 


Continuing the decision reads: 

Nothing appears in the act so far as we 
have quoted it conferring such authority 
upon the insurance commissioner, unless 
it be found in the use of the word ‘may’ in 
the line of the statute reading ‘the insurance 
commissioner ‘may’ issue,’ accompanied by 
the words found further on in said section 
which provides ‘when the insurance com 
is satisfied that the applicant is 
and that he is reason- 
provisions of the 
commonwealth he 
shall issue a license.’ * * * It is further 
observed that the insurance commissioner 
is a public official created by law, vested 
with certain powers and required to per 
form duties prescribed by the legislature, 
among which is the duty to issue certificate 
as aforesaid by any company * * * author- 
ized by law to transact business within this 
commonwealth, an agent's license to any 
person at least 21 years old. We come to 
therefore, the proper interpreta- 
placed upon the word ‘may’ and 
‘when the insurance commis- 


Missionel 
worthy of a license 
ably familiar with 
insurance law of this 


conside fT, 
tion to be 
the words 


sioner is satisfied that the applicant is 
worthy of license * * * he shall issue a 
license * * * contained in section 603° of 
the act. 


The West Virginia Decision 


Phe decision in part follows: 

“The contention of the commonwealth 
is that the word ‘may’ in the section of 
the Act of 1921 from which we have 
quoted, is permissive and is to be so con- 
strued as to give the insurance commis- 
sioner the power to make rules and issue 
orders restricting the persons to whom 
a license may be issued to act as agents 
in writing and affecting insurance to cer- 
tain persons and losses satisfactory to 
the commissioner, regardless of the quali- 
fications of the applicant for said license, 
citing State Ex Rel. Swearingen v. Bond, 
State Auditor, Supreme Court of Appeals 
of West Virginia, 122 S. E. Reporter, 


“A careful reading of this decision, 
however, convinces us that it supports 
the contention of the plaintiff rather than 
that’ of the defendant. It appears that 
the plaintiff, therefore, a licensed insur- 
ance agent, had violated the provisions 
of the insurance law of the State of 
West Virginia, and for this reason he 
was refused a license to continue in the 


act which gave the State Auditor, act 
ing as Insurance Commissioner, authority 
upon the trustworthiness and 
comptency of the applicant. It further 
appeared from the West Virginia legisla- 
tion frow which we have quoted, that the 
applicant must be ‘trustworthy and com- 
petent’ to transact the business. Com- 
menting upon such legislation, it was sata 
by the court—see page 542: 

“It is not for the courts to question the wis 
dom of the Legislature in fixing the qualifica- 
tions of an insurance agent, or whether it had 
adopted a wise method in determining whether 
an applicant is trustworthy and competent to 
engage in that business—a quasi public busi 
ness which is so intimately connected with the 
welfare of modern society.” 7 

Commenting upon the power ot the 
legislature to require qualifications in 
persons engaging as agents in the insur 
and that the legislature 
officer with arbitrary 
power to determine whether an agent 
selected by an insurance company 1s a 
suitable person, it was said by Mr. Jus 
tice Lively, writing the opinion of the 
Supreme Court of Appeals of West Vir 
ginia, page 540, as follows 

“The Legislature may require qualifications in 
persons engaging as agents in the insurance 
business, may require them to obtain therefor, 
and may provide for the refusal to issue, or 
revoke such licenses, after having been issued, 
for causes, specifying them. It is generally 
held that the Legislature cannot invest an 
officer with arbitrary power to determine 
whether an agent selected by an insurance com- 
pany is a suitable person to act as such; nor 
may it invest a_ state officer or any other 
agency with arbitrary power to grant or refuse 
such licenses. The business’ of acting as an 
insurance agent is a legitimate one.” 

And again, at page 541, the same 
learned justice says: 

“In the case at bar the insurance commis- 
cannot refuse to issue license to a per- 
son otherwise conforming to the laws, unless 
i¢ finds that the applicant is not trustworthy 
and not competent to transact the business as 
uch agent. . «6 


to pass 


ance business, 
cannot invest an 


sioner 


Position Not Tenable 


“There is nothing in the act fixing 
the time which the applicant shall de- 
vote to the business of writing or effect 
ing insurance, yet the insurance commis 
sioner in this case declines to issue a cer 
tificate to a lawyer because, in his opin- 
ion, the lawyer would not devote all of 
his time to writing and effecting insur 
ance. Furthermore, it appears that if a 
lawyer is already engaged in writing and 
effecting insurance a certificate would 
be issued to him upon appointment from 
another company; but if the appointee 
of the insurance company is one who has 
not theretofore been engaged in writing 
and effecting insurance, but it happens 
to be an attorney-at-law, no license can 
be issued to him. 

Such a position is entirely untenable 
and cannot be supported by the court. 
We cannot understand or comprehend 
why a certificate will not be issued to a 
lawyer who will not devote all of his 
time to the business of writing or ef- 
fecting, but will be issued to a real estate 
agent who necessarily does not devote all 
of his time to writing or effecting insur-~- 
ance; yet it is well known that the busi- 
ness of dealing in real estate and writing 
and effecting insurance usually go to- 
gether. Certainly a real estate agent 
does not devote all of his time to writing 
of effecting insurance, yet such an agent 
does not appear to come within the in- 
hibition of the rule adopted and at- 
tempted to be enforced by the Insurance 
Commissioner of the Commonwealth of 
Pennsylvania. 


Each Individual Must Stand On His 
Own Ground 


“When and how is the insurance com- 
missioner to be satisfied ‘that the appli- 
cant is worthy of a license and that he is 
reasonably familiar with provisions of the 
insurance law of this commonwealth?’ 
Shall such determination depend upon 
the time which the appointee of the in- 
surance company authorized to do busi- 
ness in this commonwealth will devote to 


business of soliciting insurance under anthe business of writing and effecting in- 


surance? No such requirement appears 
in the legislation from which we have 
quoted, and our attention has not been 
directed to any such requirement. Shall 
such determination depend upon the 
profession of the nominee of said insur- 
ance company, to wit, that its nominee 
is engaged in the practice of real escate 
and insurance law? or as the stipula- 
tion puts it, who is ‘a practicing attorney, 
and who will devote only a part of his 
time to the insurance business and the 
other part of his time to his law busi 
ness, and for that reason only?’ We 
think this question must be determined 
by an examination of the mental and 
normal qualifications of the applicant for 

license to write fire insurance, rather 
than an inquiry into his professional and 
business occupation. 


A Good Lawyer Should Make a Good 
Agent 


“In order fully to understand the con- 
tention of the insurance commissioner, 
we again refer to the return filed by 
him in this case in which it is contended, 
which contention was stressed by the 
learned Deputy Attorney General in the 
oral argument of this case, that ‘the busi- 
ness of insurance underwriting included 
in the business of a licensed insurance 
agent, is: in no wise related to the prac 
tice of law, but is a separate and dis- 
tinct business or occupation, requiring 
much experience in insurance matters, 
the exercising of good business judgment 
with reference thereto, constant study 
of insurance subjects, and contact with 
rating bureaus, and the frequent changes 
in insurance customs, new forms of. in- 
surance protection, changes in home-of- 
fice rulings, commissions, proofs of 
claims, losses and adjustments, requiring 
expert knowledge of the methods, prac- 
tice, procedure and forms of conducting 
said business, requiring constant and un- 
divided attention and faithful service to 
policyholders.’ 


The Plaintiff’s Training 


“Now, examining the questionnaire 
which the plaintiff has filed, and which 
forms a part of the record in this case, 
we find that he took a four years’ course 
in Bucknell University; that he is en- 
gaged in the business of ‘attorney-at-law 

(Continued on page 34) 
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Many of the Leading 
Agencies in the United 


States now Represent 


The 


WORLD 


Fire and Marine Insurance Co. 


HARTFORD, CONN. 





Capital, $1,000,000 Surplus, $1,000,000 





RALPH B. 


Ives, President 





Why Not You? 


Fire 

Automobile 

Inland Marine and Coastwise 
Tornado 

Rain, Hail 

Rent, Rental Value 
Leasehold 

Use and Occupancy 
Profits 

Sprinkler Leakage 
Registered Mail 

Parcel Post 

Tourists’ Baggage 
Salesmen’s Samples 
Transit Floaters 
Automobile Truck Transit 
Explosion 

Riot and Civil Commotion 








“* Then give to THE WORLD the 
best that you have and the best 
will come back to you.”’ 








A, R. MONROR, President 
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Chartered 1811 


NEWARK 


FIRE INSURANCE COMPANY 
Newark, N. J. 


ASSETS 
$5,207,441 


SURPLUS TO POLICY HOLDERS 
$1,921,968 


A Company With a Continuous and 
Unblemished Record of Over a Century 


Agents Wanted Where Not Represented 


T. L. FARQUHAR, Vice-President & Secretary 
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Mutual And Its General 
Agent Go To Court 


LITIGATION OVER CONTRACT 


James R. Skinner, New York, Had Ar- 
rangement With Penn. National 


Hardware for 32% Commissions 


The Pennsylvania National Hardware 
Mutual Insurance Co. has been in liti- 
gation in New York State with James 
R. Skinner, who has been its general 
agent for some years past. Prior to 
January, 1924, the two had an oral con- 
tract. At that time, however, a con- 
tract was made between Skinner and 
the company making him general agent 
in New York and of its cash premium de- 
partment throughout the United States 
and Canada. 

One feature of the agreement was that 
the company should agree to make ap- 
plication for license to do business in 
the various states of the union, but it 
is contended that application to do busi- 
ness in New York was not made. Under 
the contract Skinner was to receive a 
commission of 324% of the premiums 
collected and at the close of each month 
was to submit an account current of all 
the insurance written. The net balance 
was to be paid ninety days thereafter. 

Claim $30,000 in One Company 

The Mutual Insurance Company claims 
that on September 12, 1924, there was 
due upwards of $30,000. They thereupon 
issued a sixty-day notice of cancellation 


of the contract. The plaintiff has a 
$50,000 surety bond covering Skinner. 
It also claims that Skinner has some 


money which is due it and that he ac- 
cepted insurance and reinsurance with- 
out first submitting the contracts to the 
plaintiff for approval. It demands judg- 
ment and wants an injunction enjoining 
Skinner from disposing of moneys col- 
lected, or from soliciting new business, or 
from canceling any business or from 
holding himself an agent of the company. 

The court said that the contract ex- 
pressly provided that it is to be con- 
strued according to laws of Pennsyl- 
vania, but that the laws of that state 
were not pleaded, and, therefore, “there 
is no presumption that the laws of a 
foreign state are the same as our statu- 
tory laws. It therefore follows that the 
contract must be construed according to 
common law principles without regard to 
Section 38 of the Insurance Law, which 
section makes an agent a_ fiduciary. 
Whether the relationship established be- 
tween the parties is fiduciary or simply 
that of debtor and creditor is, to say 
the least, a doubtful question upon the 
trial. If the relationship between the 
parties be a fiduciary one, then a fail- 
ure’ of the defendant to turn over the 
amount found to be due upon an ac- 
counting would be a wrongful misap- 
propriation which is covered by the 
hond. If, however, the relationship be- 
tween the parties be that of debtor and 
creditors, and if the bond does not fur- 
nish protection to the plaintiff because 
it does not conform to the terms of the 
contract, in that it is not a bond of 
performance, that is a condition created 
and tolerated by the plaintiff in accept- 
ing such a bond and cannot increase the 
powers of a court of equity.” 

The conclusion of the court is that the 
extent to which the plaintiff may be en- 
titled to recover damages, if any, can be 
determined only upon trial of the action. 

Skinner denies all allegations of the 
insurance company. 





MADE TENNESSEE SPECIAL 


Cleveland Newspaper 
Errs About Insurance 


ARTICLES CALLED MISLEADING 





Cite Percentage of Premiums Paid for 
Losses, But Fail to Consider Fire 
Insurance Expenses 





The “Cleveland Press” is printing a 
series of articles on fire insurance mat- 
ters in that city and the entire state, 
which are hardly complimentary to the 
business. Some of the statements con- 
tain facts and figures which are said to 
be correct, but they do not go far enough 
to give the readers the real information 
which would perhaps set things aright. 
It is said the paper is attacking the anti 
discriminatory law which the editors look 
upon as a kind of trust, because it al- 
lows companies to get together and fix 
rates for the group concerned. This, of 
course, is all reviewed by the state insur 
ance department. 

The articles state that the loss ratio 
for Cleveland is way over 50%, which is 
either a misstatement or a mistake, as 
the ratio is more nearly 50 per cent. The 
inference is that the remainder of the 
premiums are retained by the companies, 


as no mention has been made of the re- 
serves that are being accumulated to take 
care of years when losses are bad, nor 
are the expenses of acquiring the busi- 
ness and the management mentioned as 
vet. This ratio should be satisfactory 
to buyers of insurance, as should the 
state ratio which is in the neighborhood 
of 45 per cent. 

Increased premium rates are men- 
tioned in a few instances, but the writer 
has failed to credit the large number of 
decreases that have been made within 
the period of which he covers. The pay- 
ment of premiums and losses are dis 
cussed in dollars, so that they look enor 
mous to the unitiated. The writer is not 
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acquainted with insurance matters it ap- 
pears, and probably many things are be- 
ing said in these articles that are the re- 
sult of this ignorance. 


Hugh Macnabb, assistant foreign man 
ager of the Eagle, Star & British Domin- 
ions, who has made many friends in this 
country, is now on the ocean returning 
to London. He was here some weeks. 


THE HANOVER 


FIRE INSURANCE COMPANY 
Continuously in business since 1852 


The real strength of an insurance ecom- 
pany is in the conservatism of its man- 
agement, and the management of THE 
HANOVER is an absolute assurance of 
the security of its policy. 


CHARLES W. HIGLEY, President 


MONTGOMERY CLARK, Vice-President 
J. G. HOLLMAN, Secy. 
H. T. GIBERSON, Treasurer 
F. E. SAMMONS, Asst. Secy. 
A. E. GILBERT, Asst. Secy. 


HOME OFFICE 
Hanover Bldg., 34 Pine St. 
NEW YORK 
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Goods in shipment 


What an opportunity to sell Transportation Insurance! 
With prosperity predicted for 1925 and the consequent 
increase in shipping via all routes, a receptive market 


awaits solicitation of this line. 


transit is a prospect. 


IXvery owner of goods in 


And the advantages to be gained from pushing the 


Annual Transit 


Floater are not alone in its Own com- 


missions, although the added income certainly justifies 


the effort. 


pecuharly valuable. 


As a wedge into new accounts, this line is 


For full information on the Annual Transit Floater, 
ask the Iidelity-Phenix Special Agent or write direct to 
the Inland Marine Department of the company. 


FIDELITY=- PIHIENTX 
FIRE INSURANCE CO- 


SO MAIDEN LANE, NEW YORK,NY. 


CASH CAPITAL 
FIVE MILLION DOLLARS 





H. P. North has been appointed spe- ERNEST STURM, Chairman of the Board PAUL L. HAID, President 


cial agent in Tennessee with headquar- 
ters in Nashville for the Springfield Fire 
& Marine. He will assist Special Agent 
J. M. Picton. Mr. North was formerly 
engaged in the local agency business in 
St. Louis and was recently connected 
with the Memphis branch of the Tennes- 
see Inspection Bureau, 


NEW YORK CHICAGO MONTREAL SAN FRANCISCO 
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Back Steps To Limit 
Junk Boat Licenses 


TO REDUCE PILFERAGE LOSSES 


N. Y. Board of Trade & Transportation 
Petitions Mayor Hylan to Sup- 
port Marine Interests 


The New York Board of Trade & 


Transportation, one of the important 
commercial organizations in this city, 
on Wednesday, January 14, at its 


monthly meeting voted to support the 
petition forwarded to Mayor Hylan to 
restrict the issuance of junk boat licenses 
to junk dealers for the purpose of re 


ducing the excessive number of pier 
and vessel pilferage losses. The Mari 
time Association of the Port of New 


York has started this movement, which 
has the support of marine insurance 
underwriters and many shipping inter 
ests 

Stealing from wharves and_ vessels 
in New York harbor and along the New 
York waterfront has increased with dis 
tressing speed within the last few years. 
Much of this pilfering has been traced 
to owners of small vessels operating 
under junk licenses, who really have 
no legitimate junk business whatsoever 
but devote their time to bribing dock 
employees to vanish temporarily from 
their posts at night, or even during the 
day time, while the junk boats make 
way with loads of valuable merchandise. 

This serious condition las led the 
marine underwriting and shipping inter 
band together for the avowed 
purpose of getting the city government 
to restrict junk boat licenses to legiti 
mate junk dealers only, those who have 
known places of business. It is reported 
on good authority that junk dealers are 
also bringing pressure now on persons 
closely associated with the city author- 
ities to liberalize the junk boat licensing 
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provisions instead of having them made 
more severe. 


Report of Harbor Committee 


The committee on harbor and shipping 
of the New York Board of Trade and 
Transportation, of which William E. 
Halm is chairman, brought in the follow 
ing report and resolution at the meeting 
Wednesday, the resolution being adopted 
unanimously : 


“The New York Board of Trade and 
Transportation has a request from the 
Maritime Association of the Port of 


New York to lend its support and aid 
to that Association in its effort to have 
the city issue such regulations as _ will 
check the serious losses of merchandise 


from vessels, piers, docks and water 
front property by thieves using water 
craft. 

The Mayor appointed a committee, 


composed of Joseph J. O’Brien, Director 
of the Port, Michael Cosgrove, Com- 
missioner of Docks, and Capt. Richard 
Q'’Connor, of the police harbor squad, 
7ist Precinct, to investigate and_ that 
committee recommended a certain pro 
yvram restricting the number of junk 
boat licenses in the harbor and to be 
issued only to junk dealers having stores 
along the waterfront. 

“A petition signed by about one hun 
dred operators who have been shut out 
under this arrangement, has been filed 
with the Mayor, urging greater liberal 


ity in the issuance of licenses. 

“There has now been presented to 
Mayor Hylan another petition signed 
by over one hundred and sixty steam- 
ship owners and operators, importers, 
exporters, lighterage companies, insur- 
ance companies, towboat owners and 
operators, and warehouse, pier and 
bulkhead owners, urging that the recom- 
mendations of the Mayor’s committee 
be accepted and carried out. 

“Therefore, be it resolved, that the 
New York Board of Trade and Trans- 
portation endorse the petition of the 
waterfront operators to the Honorable 
John IF. Hylan, Mayor of the City of 
New York, dated December 10, 1924, 
in the belief that the tremendous losses 
from pilferage, made possible by the 
lack of control of junk boats, would 
be lessened in a large measure by ap- 
plication of the recommendations con- 
tained therein, and this committee and 
the officers of the New York Board of 
Trade and Transportation are hereby 
instructed to take such steps as may be 
necessary to assist the Maritime Ex- 
change in its laudable effort.” 


Hugh Lewis, general manager of the 
Liverpool & London & Globe, who is 
now making a tour of this country, was 
guest of honor at a dinner given last 
week by the St. Louis representatives 
of the L. & L. & G. at the Hotel Statler 
in St. Louis. 


BEN C. HYDE TO REMAIN 





Storm Center of Insurance Commission- 
ers Will be in Office Six Months 
Anyway, Perhaps Longer 


One of the appointees of Former Gov- 
ernor Arthur M. Hyde of Missouri who 
will not be molested by Governor Baker, 
who assumed the -duties of his office 
January 12, is Ben C. Hyde, superin- 
tendent of insurance for the state. 

According to well informed persons 

Ben C. Hyde will continue in office un- 
til the expiration of his term in July 
and possibly longer. Many who are 
close to Governor Baker believe that 
3en C. Hyde has an excellent chance of 
being re-appointed to that office despite 
the efforts made in some quarters in re- 
cent weeks to stir up strife between 
Baer and Arthur M. Hyde. 

Governor Baker has been quoted in 
recent newspaper interviews as pointing 
out that Ben C. Hyde had already been 
confirmed by the Missouri Senate and 
that he would take no steps to make @ 
change in the state insurance department 
at this time. However, Baker has de- 
clined to state definitely for publication 
whether Hyde would go to the termina- 
tion of the term for which he was ap- 
pointed. 


NON-RESIDENT AGENTS 

Amendment of the existing insurance 
act to permit the licensing of non-resi 
dent agents to do business in Michigan, 
providing their policies are counter- 
signed by Michigan agents, is asked of 
the current session of the Michigan 
legislature by the Michigan Associa- 
tion of Insurance Agents, action to that 
effect being taken in behalf of the assp- 
ciation last week at a meeting here of 
the governing and conference commit- 
tees. 





Ralph B. Ives, president of the Aetna 
Insurance Company, has been made a 
director of. the Hartford-Aetna Bank. 
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Explains Subrogation 
Of Mortgage Rights 


COMPANY WRITES TO BANK 





Right to Pro-Rate With Other Policies 
Loss Where Bank Is Mortgagee 
In Only One Policy 


An insurance company’s rights under 
a mortgagee clause are explained by 
General Adjuster Hall of the Continental 
in a letter written to a bank. The letter 
follows: 

“On the 23rd of December we 
a draft for $4.78 in payment of this 
the amount being our pro-rata 
proportion of a total claim for $33. The 
draft was drawn to the joint order of 
John Doe, the assured, and your bank 
as mortgagee, but we are now in re- 
ceipt of your letter in which you question 
our right to pro-rate the loss with the 
several other policies involved because 
your bank is not named as a mortgagee 
in any of the contracts except that of 
the Continental. You say the mortgagee 
clause attached to this policy does not 
provide for pro-rating and that further- 
more, you hold insurance up to 80% of 
any possible valuation. 

“In order to explain our position in 
respect to the apportionment which has 
called forth your objection, we shall 
assume that the policy in your possession 
contains a New York Standard Mort- 
gagee Clause running to your benefit, 
although the records in this office do 
not indicate that such is the case. It is 
your contention that under the terms of 
the non-contribution clause this company 


issued 


loss, 


should pay you the full amount of 
the loss without reference to any other 
insurance and you are no doubt 


technically within your rights in present 
ing such suggestion or demand. How 
ever, your position in that case would be 
a most unusual one, as we do not recall 
an instance where a mortgagee has pre- 
sented a similar objection to contribu 
tion from other insurance where his in- 
terest was so manifestly not affected or 
impaired by the loss. 
Liability of Company 

“In the present case 
liable to the assured in the amount of 
$4.78 and no more; and under the ex- 
press provisions of the mortgagee clause 
to which you allude, it is stipu- 
lated that whenever this company shall 
pay the mortgagee (or trustee) any sum 
for loss or damage under this policy 
and shall claim that, as to the mortgago1 
or owner, no liability therefor existed, 
this company shall to the extent of such 
payment, be thereupon legally subro- 
vated to all the rights of the party to 
whom such payment shall be made, un 
der all securities held as collateral to 
the mortgage debt. * * * 

“It follows, therefore, that should we 
pay you the full amount of the loss, or 
$33 we should thereupon become legally 
subrogated to an interest in your mort- 
gage amounting to the difference be 
tween $4.78 and $33 or $28.22, and it 
would then be our privilege to proceed 
under our subrogated rights to reimburse 
ourselves for the amount so paid in ex 
cess of our pro rata liability. 

“It must be apparent to you that 
where an amount so small is involved 
and where your security cannot possibly 
be materially impaired, the trouble, ex 
pense, and dissatisfaction growing out 
of a strict enforcement of the rights of 
either party is entirely out of proportion 
with the end sought to be accomplished. 

“We have gone into some detail in 
an effort to point out the equity which 
we think is inherent in our view of the 
question that you have raised. Under 
the present conditions no additional 
charge is made for the attachment of a 
clause which by its terms conveys to 
mortgagee certain rights and _ privileges 
senior to those of the mortgagor or 
owner: but we think it is obvious that 
such practice could not continue long 
if in any substantial proportion of our 
losses we should be forced by mortgage 
holders to adhere to the strict terms of 
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HEADS HARTFORD BOARD 
G. Burgess Fisher, Member for 25 Years, 
Elected President; Second Oldest 
Local Board 


G. Burgess Fisher, of Hartford, on 
Tuesday was elected president of the 
Hartford Board of Fire Underwriters at 
the sixty-second annual meeting held 
at the Hartford Chub. This local board 
is the second oldest of its kind in the 
country. J. Watson Beach was elected 
vice-president; Edwin S. Cowles, Jr., 
secretary; and C. M. Goddard, treasurer. 
Mr. Fisher has been a member of the 
board for twenty-five years. Committee 
members elected are as follows: 

Executive Committee—Chairman, Jo- 
seph W. Connor, Porter B. Chase, Her- 


man |. Epstein, Raymond W. Webster 
and John F. Caffey. 

Rating Committee—Chairman, Thomas 
H. Scotland, Lewis H. Small, Wilbur 


F. Patten, 
T. Horan. 


Samuel G. Howe and John 


GETS COLUMBIA CASUALTY 

The Columbia Casualty has appointed 
the Walters, Fuller Co., Inc., as borough 
agent. Since the organization of this 
firm last year it has represented the 
London Guarantee & Accident as bor- 


ough agent. It will continue to repre- 
sent the Massachusetts Bonding & 
Insurance Company for fidelity and 


surety lines. 


the contract to the 
for protection upon 
rights. 

“Incidentally, your statement that you 
‘hold insurance up to 80% of any pos 
sible valuation’ is not entirely clear to 
us, as the value of the property in 
volved is said to be $43,000 with total in 
surance of $34,500, while this company’s 
$5,000 contract is apparently the only 
policy in which your mortgagee interest 
is mentioned.” 
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INTERESTING VENTURE 
Insurance Men Form Building and Loan 
Association; S. Lippstadt Pro- 
moting It 


An insurance man’s building and loan 
association has heen formed in Phila- 
delphia by S. Lippstadt, an insurance 
agent of 38 Park Row, New York City. 
Charles F. Enderly, of William Street, 
and a number of other insurance men 
are on the board. Mr. Lippstadt has 
made a study of the building and loan 
proposition in all parts of the country 
and is also forming one of these asso- 
ciations in New York State. The Phila- 
delphia one, however, is composed entire- 
ly of insurance men. . 


Capital, Siaenne Is Handy 
In Case of Conflagration 


While we have no objection to the 
stock system of insurance, yet it is our 
contention that capital stock in the busi 
ness of insurance is not necessary. 
Usually where a corporation is organized 
and its charter provides for a paid up 
capital stock such as railroads and manu 
facturing and mercantile establishments, 
the capital stock is invested in property 
of some character. In the business of 
insurance where a capital stock company 
is organized the capital is merely pa:d 
in and 


held, but not invested in prop 
erty. Of course it is invested in inter- 
est bearing securities, but the capital 


stock in an insurance 


company is not 
at work.—National 


Insurance Journal. 


LOSS RATIO 400% 
$1,600,000 were 
the Lumbermen’s 
in 1924, with 


Losses of incurred by 
Indemnity Exchange 


premiums of $400,000, a 


loss ratio of 400%, according to James 
H. deVauve, attorney in fact for the 
Seattle reciprocal. Mr. deVauve, in a 
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Johnson & Higgins 
Win $113,499 Case 


FROM BALTIMORE FIRE AGENT 





U. S. Court of Appeals Holds This Sum 
Due New York Brokers on Con- 
tract From 1906 to 1923 


Johnson & Higgins, New York bro- 
kers, are entitled to recover from John 
H. Gildea, Jr., Baltimore local agent, the 
sum of $113,499.46, according to an opin- 
ion of the United States Circuit Court of 
Appeals handed down at Richmond this 
week affirming decision of the Baltimore 
district. Gildea, it appears, entered into 
a coutract with the brokerage firm in 
1892 to act as agent for the firm in Bal- 
iimere with the »rov'so that he should 
draw a salary and a proportion of his 
net earnings. Johnson & Higgins 
claimed that from January 1, 1906 to 
March 30, 1923, Gildea failed to account 
for his profits from fire insurance busi- 
ness conducted by him and asked for 
an accounting. 

Gildea, on the other hand, denied that 
the contract was applicable to fire busi- 
ness during that period, his contention 
being that under a ruling of the Asso- 
1ation ot bire Underwriters of Balti- 
more City t'« firm Lia been forbidden 
to carry on such a bus-ness in Saltimore 
uter January 1 1°96. 

Examitation of (iitea’s bouls dis- 
aisclosed that the New York firm was 
que $113,499.40 provided the cont-a:t was 
ield to coves the fire business done by 
Gildea during the period in question. 

The cout beiow vinich is now sus- 
tamed, foua! that al! che business con- 
ducted by Gildea frem and a‘‘er that 
date was covered and included within the 
contract ot the agency. Further, it was 
found that the facts generally supported 
ihe contention oi Johnson & Higgirs 
that no notice was given them of the 
change in terms under which the busi- 


ness was being conducted after January 
1, 1906. 
The appeal court was so in accord 


with the findings of 
that it practically 
of that court 


the lower court 
adopted the opinion 
for its own. 


JOHNSTON RECOVERING 





Independence Executive Health Greatly 
Improves; To Move Family 


to Philadelphia 


The many friends of Andrew L. John- 
ston, vice-president of the Independence 
Indemnity, will be glad to learn that he 
is recovering from an attack of typhoid 
fever which for a time confined him to 
a_ hospital. Johnston has handled 
production, loss adjustment and general 
administrz ution problems, all with success. 

le is an insurance man who made a 
fine reputation on the Pacific Coast. 
When he fully recovers he will become 
a head executive of the Independence 
in Philadelphia. 


W. S. BARTON HURT 
William S. Barton, general adjuster of 
the North British & Mercantile, broke 
his thigh in a coasting accident in Mont- 
clair, N. J., this week. He is now in the 
hospital. 


BARBOUR LUNCHEON 

The staff of the Western Department 
of the North British & Mercantile gave 
a lunch to Robert P. Barbour who leaves 
the company this week to become a 
partner of Fred S. James & Co. and he 
was presented with a Gladstone bag as 
a gift. About forty were present. 


SUCCEEDS FATHER 
Theodore F. Appleby has succeeded his 
father, the late T. Frank Appleby, as 
head of the Appleby agency in Asbury 
Park. 


ASSETS OF $3,251,000 


The Georgia Casualty wound up the 
year with $3,251,000 assets. Surplus de- 
posits throughout the year were $800,000. 
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“Fairplay” Hits At 
Average Charges 
MADE BY AMERICAN ADJUSTERS 


British Paper Joins Protests of Under- 
writers Here Against High Cost 
of Settlement 
Qne of the leading British shipping 
weeklies, “Fairplay,” has again voice’! 
complaint against the high charges made 


by average adjusters in this country 
The complaint accuses American ad 
justers with needlessly boosting then 
charges through elaborate preparation 


and publication of volumes containing 
the adjustments, in addition to publishing 
an excess number of these books. It is 
stated that the speed in cleariny 
up general average claims could be main 
tained without being accompanied by the 
excessive costs which now exist. 

This protest against American charges 


Satine 


is not by any means confined to British 
sources. Many loss department heads 
in the New York market have them 


selves objected strongly during the last 
few years to the fees demanded by our 
veneral adjusters. They, too, 
contend that the adjustments would be 
just as accurate and convincing, take less 
time to review and be far less costly 1f 
the adjusters would only eliminate a mass 
of detail included in the adjustment re 
ports and refrain from printing the ad 
justments in volumes which compare 
favorably with the de luxe editions ot 
famous authors 

\t the bottom of the entire matter i- 
the old question of whether it is in the 
best interests of the marine insurance 
business to link brokers and average ad 
justers in the same office. In England 
the two kept separate. 
Here they seem linked inseparably. The 
\merican system naturally gives rise to 
the occasional insinuation that marine 
marine premiums and 
commissions in order to get 
accounts for average adjustment pui 
the latter generally being con 
sidered to be an especially lucrative busi 
Hess 


Phere ts 


average 


businesses are 


brokers shave 


brokerage 


Poses 


no question of the dissatis 


faction in many quarters with the cost 
ol American veneral average adjust 
ments Phe problem to be settled ts 


how can any different arrangement be 
made in view otf the unsettled state ot 


marine markets of the world 


Agreement Made in London 


To Limit Cargo Commissions 
\n agreement of 
Marine 


ereat interest to 
underwriters, brokers and mer 
respecting 
count, has 


chants commission and dis 
been signed in London by 
the majority of the company under 
writers who are members of the Institute 
of London Underwriters. The agree 
ment, which took effect as from January 
l, is in the following terms 

“We hereby agree that, from a date to 
be arranged, we will not allow any com 
nuission, rebate or deduction from pre 
nium other than, the usual 5 per cent 
brokerage and 10 per cent discount (and 
tax Wo anyv) on any original cargo bus: 
ness written in London.” 

\ rider to meet the 


stances of one or 


special circum 
two companies, has 
been added to the effect that “If busi 
ness is procured through an agency o1 
branch office in London then commi: 
allowed.” It is that in) certain 
Instances pressure has been brought to 
bear on brokers by chents to try to pro 
cure specially favorable rates of discount 
from underwriters, and the 
agreement should be of value to both 
brokers and clients as showing clearly 
that, in future, no reductions from the 
rates of premium on original cargo busi 
ness other than those stated will be a! 
lowed, 


ston is 


present 


Assureds Quote Rates 
In British Markets 


ON HULL RENEWAL OFFERINGS 


Some Underwriters, However, are Re- 
fusing to Accept Lines Except at 
Their Own Rates 


In the London market the unsatis- 
factory condition of hull insurance has 
been widely discussed in marine circles 
of late. It will be remembered that in 
\pril last, there was a general aban- 
donment of the terms then in force and 
it was at the same time decided that 
there should be no reduction either in 
rates or values for insurances of vessels 
offered for renewal, or alternatively, that 
in the event of a reduction in value be- 
ing considered imperative, there should 
be a compensatory increase in the rate 
of premium charged. 

Commenting on this, the Liverpool 
Journal of Commerce says: “Since the 
abandonment of the agreement hull rates 
have been going from bad to worse, 
until the case quoted a month ago, in 
which the underwriters refused to re- 
new the insurances on two fleets which 
were offered to them on a considerably 
reduced seale 

“This attempt failed because another 
miarket was quickly found wherein the 
whole amount, not a large one, was cov- 
ered. Another failure of a similar na- 
ture now has to be recorded, for un- 
derwriters offered the renewal of a 
fleet on terms which showed a reduction 
equivalent to 23 per cent. on last year’s 


rates, refused the renewal and allowed 
the business to pass elsewhere. It is a 
pity that this lack of success has at- 


tended two attempts to check the de- 
cline in hull values and rates, but it is 
something that the attempt had been 
made, 


Assured Quotes to Underwriters 


“Underwriters appear to be realizing 
that the initiative has passed from them 
to the insured, for instead of an under- 
Writer quoting his terms to the assured, 
the assured now informs the under- 
writer through his broker the terms on 
which he is willing to effect his re- 
newals, and the underwriter is natural- 
ly left to accept or refuse that which is 
offered to him. It is a grave pity that 
this state of affairs has arisen. 

“The London market has never sub- 
mitted to dictation on the part of the 
assured in the way it would appear the 
\merican market allows itself to be. 
Nevertheless, something approaching that 
undesirable state appears to have been 
reached, and today the London under- 
writer is more frequently informed by 
the broker on what terms he may have 
a line on a risk than he is asked by the 
broker on what terms he is prepared 
to write a risk, 

“This is fundamentally wrong. No one 
goes into a shop to fix his own price on 
any article that he desires to buy, and 
the underwriter is a salesman no less 
than any other with something to dis- 
pose of. He sells protection, and he is 
entitled to fix the price at which he is 
prepared to deal in that valuable com- 
modity. If his competitors undersell 
him he will do little business, it is true, 
but today he is not even asked _ his 
price. 

“This applies to hull business as much 
even as, or more than to cargo business, 
for whereas in cargo business a certain 
standard has been fixed by custom, and 
in some cases tariffs have been arranged, 
in hull business the assessment of a 
risk is a matter into which many factors 
enter, and there is no general standard 
of comparison. Because of this it is all 
the more important that an underwriter 
should be asked to accept a risk at a 


International Union 
Is Fifty Years Old 


HISTORY HAS BEEN PUBLISHED 


Reviews Work of Association of Con- 
tinental European Marine Com- 
panies to Regulate Business 


A handsome quarto volume has been 
issued by the International Union of 
Marine Insurance’ (Internationaler 
Transport - Versicherungs-Verband) in 
commemoration of fifty years of active 
operation. The edition is limited to one 
thousand volumes. It is beautifully 
printed on laid paper, profusely illus- 
trated with photographs of people who 
played important roles in the history of 
the Union. Anyone interested in the en- 
deavor of the Union to promote inter- 
national solidarity among marine insur- 
ance men will have pleasure in reading 
‘his complete and graphic account of 
what the organization has undertaken 
and accomplished. The book is written 
in German. It may be obtained from 
the Union 12, Alsentrasse, Berlin N. W., 
Germany. 

The history, which in itself is and must 
be a history of Continental marine in- 
surance as well, begins with a brief men- 
tion of the conditions in the seventies 
of last century. A boom, lots of new 
foundations, and then collapses caused 
two German insurers in 1873 to invite 
their colleagues to a meeting to discuss 
the common way out of the trouble. 
These two marine insurers were Fr. 
Suschius, Fortuna Insurance Co., in Ber- 
lin, and W. Kley, Rheinsch Westfalis- 
chen Lloyd, in Munchen-Gladbach. The 
initial meeting was held in Berlin on 
January 8th to 11th, 1874, where Theodor 








premium which is virtually fixed by the 
assured, and those who have a sufficient 
sense of their responsibility to stand 
out against this sort of transaction are 
doing the market a service. It is satis- 
factory to be able to record that the 
number of these stalwarts is growing. 


Some Evidences of Firmness 


“There are today underwriters in the 
London market who will not accept hull 
risks unless they can obtain the terms 
which they consider reasonable, and 
their number is increasing. The more 
underwriters adopt this attitude the 
sooner will come that recovery in the 
business which must eventually take 
place, and because of this, even though 
attempts to resist the demand for re- 
ductions fail, it is satisfactory to be able 
to record that these attempts have been 
made, and to give publicity to the fact 
in order that others may be encouraged 
to follow the excellent example which 
has been set.” 

Results for some time past have been 
so disastrous that the firm stand now 
being taken by many underwriters is to 
be commended in the general interest 
of the business. This must ultimately 
have a world-wide influence in the long 
run which will benefit the entire insur- 
ance community. Moreover, the weed- 
ing out of a number of weak companies 
and the amalgamations or absorptions of 
many of the smaller fry which of late 
have been so greatly in evidence must 
tend to materially strengthen the situa- 
tion and be exceedingly aidful in  stiff- 
ening underwriters’ ideas. 

These are factors which will also 
materially improve the general status of 
old established offices, which for so long 
a time have been fighting an uphill game 
against the irresponsible premium-hunt- 
ing rate-cutters, whose utter lack of ex- 
perience has been so detrimental to the 
best interests of both underwriter and 
assured. It is being generally conceded 
that a policy of “live and let live” will 
be far better, and will conserve all in- 
terests to a much greater extent than 
the cut-throat methods which have of 
late hampered the market to the detri- 


ment of the underwriting fraternity as 
a whole. 


Lange presided. Thirty-one represen- 
tatives of 36 companies and two asso- 
ciations in Germany, Austria, Russia and 
Sweden responded to the invitation. The 
outcome of the meeting was the foun- 
dation of the Verband. Only such cor- 
porations could become active members 
that transacted marine insurance, while 
the only honorary members have been 
Theodor .Lange, Fr. Buschius, and the 
Institute of London Underwriters, while 
Mr. Dawson, of the Thames and Mersey 
Marine Insurance Co., Liverpool, be- 
came extraordinary member. 

The first presidents were G. Hartmann, 
1874 to 1885; Fr. Buschius, 1885 to 1900, 
and R. Beusch, 1900 to 1912, while the 
first secretary was Rudolf Ulrich, who 
remained in charge of his office right 
up to December 31, 1910. 


Work of First Ten Years 

The main work of the first decennium 
consisted in the reform of the general 
policy clauses and work for spreading 
general information amongst the mem- 
bers on all doubtful questions. In 1875 
was thus introduced the Bremer Marine 
Insurance clauses; in 1881 the amend- 
ments and alterations to the Hamburg 
conditions of 1867 followed, while the 
endeavors for obligatory premium tariffs 
were not successful in this period. 

The next decennium, 1884 to 1894, was 
a rather difficult time. The main fea- 
tures of the work in this period, marked 
for instance by the German-Russian cus- 
toms war, were the shipbuilding and 
ship classification questions. In cargo 
insurance, the time was marked by the 
passing over from informatory to obliga- 
tory tariffs for certain classes of risks, 
and the re-insurance problem was stud- 
ied extensively, although a satisfactory 
solution was not arrived at by that, time. 

The first twenty years of the life of 
the Verband was a fight without other 
support from others than the rather 
limited number of members. The third 
decennium, 1894 to 1904 was, therefore, 
naturally used for the obtaining of allied 
forces. The oldest connections were 
those with the French Comite des As- 
surances Maritimes in Paris, while the 
connection with England dates back to 
the eighties, when an agreement was 
made with Lloyd’s regarding confidential 
information on ships. After 1893 Lloyd’s 
was often represented at the annual 
meetings of the Verband. With the 
Institute of London Underwriters the 
Verband had been corresponding since 
its foundation, and since 1898 also with 
the then founded American Institute of 
Marine Underwriters. The climax of this 
decennium was the Paris congress in 
1900, where the Verband was represented 
by some delegates. 


Prosperous Years 

The next ten years, 1904 to 1914, saw 
the rise of the Verband to its summit. 
It helped towards the founding of na- 
tional marine underwriters’ associations 
in countries where they did not already 
exist. Losses and all questions in con- 
nection with their settlement, including 
the question of general average, took 
a more and more prominent place in the 
work of the Verband. In 1910 Dr. Bru- 
ders became secretary to the Verband in 
succession to Mr. Ulrich, who had be- 
come member of the committee, and Dr. 
Bruders soon .became the very soul of 
the institution. Since 1921 Miss M. 
lrenzl has acted as secretary. 

The fifth decennium of the life of the 
Verband is, of course, marked by the 
Great War, which sundered the inter- 
national connections so excellently built 
up by the Verband and for a long time 
postponed the joining in of the French 
and British marine underwriters. Since 
the Great War, the Verband has again 
been working actively for the benefit of 
the whole marine world, and now has 
219 members of 22 European countries, 
against 114 members of 13 European 
countries. before the Great War. Since 


1912 Arthur Duncker has been president 
until last year, when the eminent Swe- 
dish marine insurer, Axel Rinman, of 
the Swedish General Marine Insurance 
Co., succeeded him. 
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Barrett Entertained 
N. Y. City Brokers 


AN UNUSUALLY FINE AFFAIR 


Given at Plaza Hotel by Superintendent 
of Development Department of 
National Surety 


The affair staged by W. D. Barrett, 
superintendent of the development depart- 
ment of the home office of the National 
Surety, for the brokers and agents of the 
company of New York City, was con- 
ceded to be a great success by all those 
who attended. The affair was one of the 
most enjoyable in the history of the Plaza 
Hotel. There were well over one hundred 
and fifty present. 

There were no long talks at the party. 
President E. A. St. John and Vice-Chair- 
man Joel Rathbone, of the National, ex- 
tended all their best wishes for a good 
tume, and that only after popular demand 
got them on their feet. Three cheers 
were accorded each. Mr. Barrett proposed 
a toast to Chairman William B. Joyce, 
who, at the time, was believed to be on 
his way back from the Pacific Coast. 

The entertainment furnished was of an 
unusually fine order, the Monte Carlo Re- 
view being the main feature on the prog- 
ram. On leaving the affair each guest 
was presented with a handsome walking 
stick. 


Many Brokers Present 


Among those present were: 

kK. N. Ackerman; L. M. C. Adams, secretary; 
Arnold Rothstein & Co.; R. A. Algire, vice-presi 
dent and manager of the burglary department of 
the National; R. M. Austin, of Edwards & 
Booth; E, Dobson, Folkman & Co.; W. 5S. 
Banks, of Warren S. Banks; E. B. Beachman; 
T. L. Bean, vice-president, New York Indemnity; 
John Best, National; S. Binning; National; L. 
H. Blumeneau, L. H. Blumeneau & Co.; S. V. 
Bogert, National; W. C. Booth, Edwards & 
Booth; E, J. Breen, Edsen & Co.; H. K. Brent, 
Francis M, Carr & Co.; W. H. Braun, National; 
J. C. Brown, National; T. D. Brown, vice-presi 
dent, National; L. M. Burch, Marsh & McLen- 
nan; Harry Carr, Harry Carr & Co.; L. N. Carr; 
W. Cheeks, Cheeks & Quigley; L. P. Chittendon; 
S. S. Christy, John C. Paige & Co; W. L. 
Clemens, National; H. S. Cobb; W. H. Cobb, 
vice-president, National; J. A. Cochrane, vice- 
president, National; J. Conroy, Albert Crespi, 
Crespi & Whitaker; E. M. Cromwell, E. M. 
Cromwell & Co.; Leonard Dammann, vice-presi- 
dent, John C. Paige & Co.; Frank Dahany, Na- 
tional; C. B. Decker, vice-president, National; 5. 
Dickstein; Leo Doherty, J. L. Donohue; J. C 
Drapec; R. J. Duffy, Sinnott & Canty; C. C. 
Dunn, National; C. E, Fannon, National; Leo 
Fitzpatrick, vice-president and general manager 
Kenny Agency; G. V. Fogarty; J. F. Foley; 
Harry Francis of F. F. McDonald; J. W. 
Francis; J. Freeborn, Freeborn & Company; M. 

Freedman; Leo Frenkle; M._ Friedborg; 
Charles Solomon; M. J. Friedman; Moses Froeh 
lich; Forest Gaines; M. ©. Garner, general 
solicitor, National; L. Goodman, Central Man 
hattan Agency; A. J. Graham, J. H. Graham & 
Company; S. J. Graham; F. L. Green, Stark- 
weather & Shepley; E, Gregory, National; 
John Griffin, Sinnott & Canty; A. Hanson, Gauvin 
Agency; A. G. Hare, Hare & Chase; C. V. Hed- 
strom, National; S. B. Hess, S. B. Hess & Com- 
pany; H. J. Hewitt, sec’y, National; E. N. Holm- 
berg; Frederick Hopfe; Francis Hugo, vice-presi 
dent, National; A. W. Hyde, National at De- 


& Co.; I Kane; R. J. Keating; W. J. Keegan, 
National; F. W. Kentner; H. T. Kline; ey 
Krischker; Louis Kuhn; Zachary Levine; M. W. 
Lewis, Towner Rating Bureau; E. M. Linville, 
president, New York Indemnity; H. J. Lofgren, 
comptroller, National Surety; J. A. Little, assist- 
ant manager, Metropolitan Department, National; 

NV. McAuliffe; D. J. McCann, National at 
Brooklyn; M. J. McCloskey, McCloskey & 
Cohalan; E. A. McCooey; M. F. McDonald; 
John McGinley, manager, N. Y. City_ office, 
Travelers; George F. McGuire; John C. Page & 
Co.; J. B. McNally; F. L. Madden, Hamilton 
& Wade; G. Mallett, Mallett & Valient; Joseph 
Marks; Maxwell Mayer, president, Kenny 
Agency; John L. Mee, vice-president, National 
Surety; Kenneth Metz, National; E. J. Miller, 
National; Lawrence Mundheim; Ellis Myerle; 
Lawrence Myers; Leroy Myers, Leroy Myers 
& Co. 

J. A. Neubel, Kenny Agency; J. Neville, Na 
tional; R. M. Nugent, National; William Park 
inson, National; Jesse L. Phillips, former Insur- 
ance Commissioner; Alfred Quinn, Pate & Robb; 
A. W. Rankin, National; Joel Rathbone, vice 
chairman, National; Hugh Reilly; Charles Rich; 
P. P. Riddell; Raymond Robins; W. E. Roesch; 
Charles Rogers; David Rothstein; R. E. Rucker, 
National; E. A. St. John, president, National; 


Herbert Samuels; W. L. Sands, National; Frank 
Schneider; Walter Sellers; Ralph Seiler; Wil- 
liam Sheperdson, Farmer & Ochs; Paul Sinnott, 
Sinnott & Canty; W. A. Sinnott, Johnson & 
Higgins; Harvey Smith; Herbert Smithers; 
Joseph Steinbrink; Jesse Stern; Simon Strauss: 
George Severs, manager, brokers branch, Na- 
tional. 

Edmund Tate, Tate & Mayer; P. Tierney, Na- 
tional; J. A. Thomassen, Tate & Mayer; W. H. 
Thompson, National; T. . Torpey, J. W. 
Unstrom; John Valient; Mallett & Valient; E. 
W. Wade, Hamilton & Wade; A. W. Wallace; 
W. W. Wallbancke, Cornwall & Stevens; John 
F. Walmsley, National;:R. J. Warner, National; 
A. A, Watkins, National; D. A. Weight; M. L. 
Weil; E. A. Weiss; W. A. Whittaker, Crespi & 
Whittaker; C. K. Wiggins, Sinnott & Canty; 
W. S. Wilson, Schiff Terhune; M. J. Winkler, 
National; H. B. Woodcock; W. J. Wright; Ed 
Young. 


The Swiss Reinsurance 
The growth of the Swiss Reinsurance 
Co., especially since the war has been 
amazing. It fell heir to many treaties 
which were formerly held by German com- 
panies. Its statement at end of 1923 in 
francs gives an idea of its progress: 


Net premiums, Net reserves, Interest, 


fire, ete fire, ete. fire, ete. 
Year. Franes Frances. Francs. 
1864 ‘ 670,957 346,237 45,020 
WN. -assceutenene 4,107,595 2,826,898 206,024 
ONE, wewenuvccven 8,456,825 8,254,872 401,734 
Vo , CCT ee eee 27,100,873 33,265,523 1,597,106 
DAE. ci qpenveckuns 88,529,438 75,916,773 4,905,924 


PENNSYLVANIA COMPENSATION 


Amendments to Increase Paymenis, 
Lengthen Payment Periods and 
Extend Compensable Injuries 


Amendments to the Pennsylvania com- 
pensation law to increase payments, 
lengthen the periods of payment and in- 
crease the list of compensable injuries, 
are on the legislative program backed by 
organized labor in Pennsylvania. In the 
last session of the Legislature, the labor 
unions presented a bill to increase from 
$12 to $20, the maximum weekly payment 
under the compensation bill, but after op- 
position, a compromise was reached on $16 
a week. In that form the bill passed 
the Senate, but was defeated on final pas- 
sage in the House on the final day of the 
session. The $20 weekly payment clause 
will be included in the amendments for the 
present session. 

Other items on the labor legislative 
program include provisions requiring bet- 
ter ventilation and better safeguarding of 
electrical equipment in mines. 
Underwriters and Agents 

to Hold Joint Convention 

The fifteenth annual convention of the 
International Association of Casualty & 
Surety Underwriters will be held at the 
French Lick Springs Hotel, French Lick, 
Ind., September 29 to October 1. The 
National Association of Casualty & Surety 
Agents will hold its convention at the same 
time and place, duplicating the joint con- 
ference of last year which proved a great 
success. 
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Grocer Can’t Give Policy 
To Favored Customers 


A RULING BY THREE STATES 


Say Its a Rebate, But Newspapers Can 
Provide Policies to Boost Up 
Circulation 


Insurance commissioners of three states 
—~Connecticut, Ohio and Kentucky—have 
ruled that an insurance company cannot sell 
wholesale insurance to a grocer in a way 
to enable the grocer to give to each cus- 
tomer buying $20 or more of his stock an 
accident insurance policy. The attitude of 
the states is that this is a form of rebating 
in that the customer gets for nothing a 
coverage which other people pay for when 
they take out insurance. In the case at 
issue the policy covered against death or 
dismemberment and gave temporary disabil- 
ity for street accidents and travel accidents. 

The company which was to issue the 
policies is the National Casualty. 

The situation is rather interesting in 
view of the fact that a newspaper can buy 
insurance policies to give away to increase 
circulation; and a corporation can buy 
group insurance and present certificates to 
its employes. A man can take out an in- 
surance policy and make his wife the bene- 
ficiary, but he cannot insure his wife’s life 
and pay the premium. 

There are many ramifications of this 
subject of puzzling interest. 





Licenses in One State 


As an indication of the number of 
insurance agents there are in the 
United States the figures for one 
state are of interest—Pennsylvania. 
There are 130,000 agents licensed 
in that commonaealth and 6,500 
brokers. 
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A. & H. Carriers Watch 
Wisconsin Situation 


WAIT COMMISSIONER’S ACTION 


Uncertainty Felt by Some Underwriters 
As to Carrier’s Future Following 
Litigation They Won 
_ Companies writing accident and health 
insurance in Wisconsin are interested to 
know what the next step of Commissioner 
Smith may be relative to the policies they 
have submitted since the litigation there 
over insurance: matters; including pro- 
visions in accident and health policies 
which action they won in the Wisconsin 

Supreme Court. 

‘the companies now are generally sub- 
mitting their policies that had been dis- 
approved by the Commissioner and it is 
the understanding that the insurance de- 
partment of that state is acknowledgin~ the 
receipt of these contracts, but neither ap- 
proving or disapproving them. This per- 
mits the insurance companies, after a 
period of thirty days upon receipt of the 
forms by the department, to proceed with 
the issuance of contracts. 

A more or less chaotic situation still 
exists in that state, and there is uncer- 
tainty on the part of underwriters as to 
the future of the companies. Some under- 
writers are disappointed that the matter 
in connection with the nolicies was. liti- 
gated rather than a compromise effected 
with the Commissioner. 

The order, ending the litigation, di- 
rected the Commissioner to refrain from 
revoking or refusing to renew, in whole 
or in part, the license of any insurance 
carrier writing accident and health insur- 
ance in Wisconsin, or the license of any 
company agent for writing or issuing ac- 
cident and health policies in Wisconsin, 
along with riders, indorsements and re- 
newal certificates. 

The companies which went to court were 
the Continental Casualty, the Metropolitan 
Life and the Old Line Life. 


PA. FUND FIGURES 

Governor Pinchot, in his message at the 
opening of the Pennsylvania Legislature, 
made but passing mention of the activities 
of the Pennsylvania Insurance Department 
and of the Pennsylvania State Work- 
men’s Insurance Fund. 

Regarding the Insurance Department, 
he said: “During the past year 130,000 
licenses to agents have been issued by the 
Department, and 6,500 to persons and cor- 
porations as insurance brokers. Taxes and 
fees collected during the last fiscal year 
amounted to $4,723,470, an increase of al- 
most half a million dollars over any 
previous year.” 

Of the state fund, he said: 

“Comparing the periods from January 1 
go October 31, 1923 and 1924, the State 
Workmen’s Insurance Fund has issued 
double the number of new policies in the 
latter as against the former period, at a 
total decrease in running expenses of more 
than $44,000. At the same time its com- 
mercial premiums have increased by more 
than $200,000,” 
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Closed its second year writing all casualty 
lines with the greatest record ever made 
by any company in a similar period. 


March 1,1923 - - ONE AGENT 
December 31, 1923 - 702 AGENTS 
December 31, 1924 - 1271 AGENTS 


Number of States Entered - - 42 
Net Premiums Written 1923 - $3,195,920 
Net Premiums Written 1924 - $6,643,688 








THE CASUALTY COMPANY WITH ADVANCE VIEWS ON SERVICE 
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Compensation Survey of 
Ohio Men Reaches Pha: Be 


BIG VOLUME ON 


Cincinnati Chaasine of Commerce Sees 
Need of As Much Competition As 
Possible 


SUBJECT 


There has been received in New York a 
copy of the Cincinnati Chamber of Com- 
merce Board of Directors’ “Study of 
Workmen’s Compensation Insurance Laws 
and Service” and a discussion of the topic 
“Monopoly or Competition.” It is quite 
a bulky volume of more than 1,000 pages 
prepared by the Workmen’s Compensation 
Insurance Committee of the Board, the 
chairman of which is Maurice [. Pollak. 

Naturally a lot of space is devoted to an 
investigation of the Ohio’ situation, but 
there was investigation in the Kast, in the 
West and in Canada, with a stock insurance 
investigation, a reciprocal insurance investi- 
gation and a mutual insurance investiga- 
tion. 

It is too bad that every agent of com- 
pensation insurance cannot read this book 
because if he did he would not worry so 
much about the competition which stock 
insurance agents meet. 


Committee at Start Divided 


It should be stated at the outset that the 
committee when appointed had diverse 
views as to what system is best for work- 
men’s compensation insurance. The com- 
mittee visited West Virginia, Pennsylvania, 
Maryland, New York, Massachusetts and 
Iiinois and held public hearings in many 
cities. Most important of all the findings 
probably was the s statement that after ten 
years of experience in the face of repeated 
constructive recommendations “the Ohio 
State lund has not been able to keep pace 
with the very essentials of a good Work 
men’s Compensation Act which, first and 
foremost, should provide proper machinery 
for the control of accidents. Since present 
equipment does not include those things 
which make for a real Compensation Law, 
your Committee is convinced that a well 
regulated competitive system would tend 
to bring the State Fund nearer a good 
Workmen's Compensation insurance de- 
partment than any one other thing.” Com- 
petition improves the service of state funds. 

The experience in Ohio indicates that 
compensation insurance cannot be well ad- 
ministered at an expense ratio of 3% 


Complain of State Fund 


Much testimony was presented to indicate 
that there are bitter complaints from Ohio 
employers about unfair classifications by 
the State Fund, and that in order to secure 
fair classifications, rating and payroll ad- 
justments, employers are forced to hire 
private “service companies” or experts. 

It is also indicated that the Ohio State 
Fund furnishes poor medical service. For 
instance, one doctor says: 

“May | add that I have had a number 
of physicians turn down our cases because 
of the trouble they have had in collections ? 
They have had so much trouble with the 
Ohio Compensation Board that they do not 
take them unless it is a case of life and 
death. Of course, we don’t have those 
kind, but they send back eases. Whenever 
they see our blank they won't take it.” 

One witness testified that “for ten years 
there had not been an audit of the State 
Industrial Commission, that they had 
handled something like a hundred million 
dollars there without an audit. The first 
audit that was ever made of the State 
Industrial account was started last Decem- 
ber; and the interview stated that this 
auditor from the auditor’s office has been 
working ever since last December and has 
merely scratched the surface. When the 
article first came out in the newspaper, the 
agents of the State Industrial Commission 
here in Cleveland gave out the information 
that millions of dollars had been taken 
from the State Industrial Commission by 
collusion between physicians and manufac- 
turers during the last ten years, and the 
last report stated that it is up in the hun- 
dreds of thousands of dollars and they 


have just scratched the surface so far. 
Now, | don’t need to make charge against 
the State Industrial Commission, against 
their honesty or probity or anything else, 
because the statements they have made 
themselves are sufficient to draw certain 
conclusions from, and the conclusions are 
the same that the medical profession urged 
against this bill at the time it was passed, 
and that was that there has never in his- 
tory been a case in which a government 
agency can carry on a program of curative 
medicine. It is the same thing they have 
in England with the National insurance 
bill over there, and it is the same thing in 
Ohio and every other State.” 


Public Monopoly Dangerous 


The following dialogue took place be- 
tween H. D. Martin, a member of the com- 
mittee, and Mr. Wells of the Cleveland 
Academy of Medicine : 

“Mr. Martin: Why does the Academy of 
Medicine of Cleveland take that stand? 
What is wrong with the present system? 
What would be the advantage of having 
private insurance companies come into the 
State of Ohio? 

“Mr. Wells: It should be optional. If 
the State conducts that business, it should 
not be conducted as a monopoly, but in 
competition with private companies. 

“Mr. Martin: Why do you believe that? 

“Mr. Wells: For the reason that any 
public monopoly controlled by _ political 
appointment is a very dangerous thing 
where large amounts of money have to be 
handled. I don’t say anybody has stolen 
any money from the Industrial Commission, 
but by their own admission millions of 
dollars have been wasted.” 


Fund Neglects Accident Prevention 


It is also charged that the Ohio State 
l‘und neglects accident prevention. W. R. 
Wadsworth of the Canton Builders’ Ex- 
change said, along this line: 

“Why, the matter comes down to this 
point: They come into the office and say: 
‘Here’s the same old thing. I notice here’s 
another report that the Industrial Commis- 


sion got another two or three million, and 
this money keeps piling up, and it takes 
three, six or eight months to get that money 
in small amounts.’ I think they favor the 
Workmen's Compensation Law, the Indus- 
trial Insurance, State insurance department, 
but we feel that they have inefficient men 
going around. We had a case right over 
here, right here in this town. Some ward 
politician was put on the State building in- 
spector’s job. All he had ever done in his 
life was to sell fire hose. He went to Alli- 
ance, where one of our capable contractors 
had erected a building for the Eagles 
Lodge, and condemned the building. Now, 
he doesn’t know any more about that than 
I do, and I don’t know anything about con- 
tracting. Now, it is incompetents that they 
are sending around. I believe in special- 
ists. A man who inspects public buildings 
ought to be competent; he ought to be 
competent to be paid good money for it. 
The state inspectors they send around abso- 
lutely know nothing about inspecting build 
ings, just as some gentleman said here this 
morning: ‘What would a baker know 
about machinery?’ I believe in employing 
men who are qualified specialists in that 
line and paying them a good salary. The 
men going around are not the type of men 
qualified to make proper reports. They 
ought to be specialists and paid well for 
their work.” 

There is also considerable testimony to 
the effect that the Ohio State Fund is slow 
pay, that monopolistic state funds gener- 
ally ignore safety work, that private insur- 
ance carriers do effective safety work, that 
private insurance carriers furnish efficient 
medical and surgical services and that pri- 
vate insurance carriers pay promptly and 
with little litigation. 


CLOSES BIG CONTRACT 


The Denver, Col., office of the Con- 
tinental Casualty, which is under the 
management of Frank P. Kellogg and 
Harlow G. Brown, has just closed a big 
group policy covering the employes of 
the Denver Tramway Co. 
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Who’s Who in the business of meet- 
ing indemnity obligations, is written 
in the history of three-quarters of a 
century of “ROYAL” Service. 
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Quotes Early Mention 
of Law of Suretyship 


AS OLD AS “OLDEST HISTORY 





G. M. Weichelt, Chinege General Coun- 
sel, National Surety, Gives Inter- 
esting Data on Line’s Origin 

Much has been said by various writers 
on surety insurance about its early his- 
tory and its origin but here is one on the 
origin and history of the law of surety- 
ship which goes back to the days of 
the amphibians. 

Writes G. M. Weichelt, general at- 
torney of the National Surety at Chi- 
cago, for the company’s bulletin: 

“The law of suretyship is one of the 


oldest branches of our jurisprudence 
and is, ‘shrouded in the mists of anti- 
quity.’ It is frequently referred to in 


the Old Testament of the Bible and was 
well recognized in Abraham’s time. 
When Joseph demanded his brother, 
Benjamin, be brought to him, Judah 
said to his father, who was reluctant 
to let Benjamin go, ‘I will be surety for 
him.’ 

“The dangers and hazards incident to 
suretyship were recognized by Solomon 
who states, ‘He that is surety for a 
stranger shall smart for it, and he that 
hateth suretyship is sure.’ There are 
also numerous other passages in the Old 
Testament indicating that suretyship 
was then in common use. 

“The code of Hammurabi, which dates 
back to about 2250 B. C., refers to bonds 
and security and one of the translations 
made by Robert Francis Harper is, ‘If 
a man have bargained for the field, gar- 
den or house of an officer, constable or 
tax gatherer and given sureties, the offi- 
cer, constable or tax gatherer shall re- 
turn his field, garden or house and he 
shall take himself, the sureties given.’ 

Practiced by Babylonians 

“Suretyship was known and practised 
by the Babylonians and Assyrians. 
John, in his treatise on Babylonian and 
Assyrian law, refers to sureties for 
debts, for appearance and for the ap- 
pearance of witnesses. In the time of 
King Darias we find, ‘guarantee against 
theft,’ and other forms of surety fre- 
quently referred to. Among others is 
the case cited where, “The seller war- 
rants that if the slave prove to have 
certain undisclosed defects, vices or lia- 
bilities which would detract from his 
value to the buyer, the seller will in- 
demnify the buyer and give’ surety 
therefor.’ 

“Another case cited in the translation 
is one for the appearance of ‘L’ and 
was known as ‘surety for the foot,’ 
meaning that the principal would ap- 
pear and discharge the debt. Here ‘G’ 
guarantees, ‘for the foot’ of ‘D’ out of 
the hand of ‘L.’ If he goes away, ‘G’ 
will pay thirty-five Gur of dates. 

“The Greeks and Romans practiced 
suretyship and here we also find mention 
made of the dangers of suretyship, and 
even at that time sureties must have 
suffered because of their undertaking. 
\mong the mottos of the ‘Seven Wise 
Men of Greece’ which were later in- 
scribed in the Delphian Temple, one at- 
tributed to Thales, a Greek sage and 
philosopher who lived about the seventh 
century B. C., is, ‘Suretyship is the pre- 
curser of ruin.’ When we realize that 
one of the seven mottos given this place 
of honor in the Delphian Temple relates 
emphatically to suretyship, we can un- 
derstand that it must have been in com- 
mon use at that time. 

“The translations of the Egyptian 
law, made by Walton, show that even 
then suretyship was practiced and refers 
to discharge of surety, subrogation, etc. 

“Suretyship was common in China and 
some of the Chinese surety bonds are 
very interesting. For instance, where a 
magistrate requires a bail bond in China, 
the bond is signed by the accused and 
sufficient sureties. No amount is stated 


as penalty but the magistrate May com- 
pel the family and relations of the ac- 
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cused, and even the neighbors, to be- 
come responsible also. The condition of 
the obligation is such that if the sureties 
fail to deliver their principal in court 
they become the offense 
committed. 

“Suretyship was practiced in England 
as far back as we have any record. 
Merlin, a bard of the 6th century wrote 
‘To this accorded, bothe the kynge and 
the lady and her frendes and the pa-ents 
of the Duke, and maden gode suretec 
hothe on that oon part and tother.’ 


accessories to 


Referred to in Shakespeare 
frequently refers to 
surety bonds. In the ‘Merchant of Ven- 
ice’ he quotes Shylock as saying, ‘Go 
with me to a notary; seal me there your 
single bond,’ and Antonio replies, ‘I'll 
seal such a bond.” 

“Part of bond referred to, given by 
~hakespeare follows: 

“'The condition of this obligation ys 
that if hereafter there shall not 
appere any Jawiull lett or impediment, 
by reason of anv precontract, 
cuinitie, affinitie, or by any other lawsul 
meanes whatsoever, but that William 
Shagspere one thone partie, and Anne 
Hathwey, of Stratford in the Dioces ot 
Worcester, maiden, may lawfully 
emnize matrimony together, and in the 
same afterwards and continew 
like man and wiffe, according unto the 
la ves in that behall provided: and more 
over, if there Le nct at this present time 
action, sute, quarrel or demaund, 
judge, 


con 


“Shakespeare 


1 
sucie, 


consai 


sol 


reniaine 


any 
moved or depending before any 
ecclesiastical or temporal, for and 
cerning any suche lawfull lett or impedi- 
and moreover, if the said Wil 
liam Shagspere do not proceed to sol- 
emnization of marriadg with the said 
\nne Hathwey without the consent of 
her frinds: and also it the said William 
do, upon his owne proper costs and ex- 

defend and save harmles the 
Right Reverend Father in God, Lord 
John Bushop of Worcester, and his of- 
fycers, for licencing them the said Wil 
liam and Anne to be maried together 
with once asking of the bannes of ma- 
trimony betwene them, and for all other 
which may ensue by reason or 
oceéasion thereof, that then the said obli- 
vation to be voyd and of none effect, or 
stand and abide in fulle force 
vertue. ” 


nient: 


penses, 


Causes 


els to 


and 


MEAD HEADS SURETY BODY 

At the annual meeting of the Surety 
Underwriters Association of St. Louis, 
Mo., last week, Frank A. Mead, of the 
Aetna, was re-elected president. The 
other officers elected were: C. L, Kinche- 


loe, American Surety, vice president; 
and J. W. Rodger, secretary-treasurer. 
On the executive committee are: A. J. 
Walters, Continental; P. W. Newell, 
Fidelity & Casualty; E. V. Thompson, 
National; C. P. Daniel, New Amsterdam 
and LL. W. Harlow, Southern Surety. 


MOTOR LIABILITY 


Assemblyman Burton D. Esmond _ of 
Saratoga County has introduced the first 
bill requiring liability insurance for all 
motor vehicle owners. The measure in- 
troduced by Mr. Esmond on January 12 
amends section 282-b, Highway Law, by 
requiring every motor vehicle owner, ex- 
cept owners as have complied with or 
are excepted from preceding provision of 
section, to file a personal or corporate 
surety bond or insurance policy in sum 
of $1,000. 


MICHIGAN DECISION 

The Michigan Supreme Court handed 
down a decision recently of importance 
to all companies carrying compensation 
risks, in that it affirmed the rule that the 
only test of disability involves the point 
of whether or not the injured workman 
can re-enter, with unimpaired earning 
capacity, that class of labor in which he 
was engaged when injured. 

The case in question was that of Carl 
Seitz vs. The Labadie Ice Company of 
Detroit and the Standard Accident. 


Star Fidelity Men 
Born And Not Made 


ACCORDING TO R. KAVANAUGH 


Tells Students In Suretyship of Best 
Business Getting Methods; Refutes 
“Only a Fidelity Man” 


No one but a star salesman can pro 
duce a very large volume of fidelity busi- 


*ness and star salesmen are born and not 


made, according to Rubert Kavanaugh of 
Kk. B. McConnell & Co., general agents 
in New York of the Maryland Casualty 

This Mr. 
Kavanaugh in an address on producing 
fidelity bonds before the Junior Course 
in Suretyship of the Insurance Institute 
Other high 


statement was made by 


of America Monday night. 
spots of Mr. Kavanaugh’s address fol 
low. 

Any salesman can make a good sales 
man and a good salesman in the fidelity 
business from $25,000 


to $30,000 a year, a more permanent in- 


can easily make 


come than in any other branch of the 
surety business. 

The best method of producing fidelity 
business is that of having a strony 


directorate of business men, bankers and 


lawyers, whose volume of business ol 
fers, by reason of that directorate, to the 
company all business of the companies 


in which they are directors, and also 
by investing in securities of large com- 
mereial concerns, thereby obtaining al- 
most a right to obtain the insurance 
which those concerns control. 

When it comes to producing fidelity 
business from the general agency point 
of view the only method to 
pursue is that of business 


through brokers, because general 


possible 
obtaining 
the 


agent cannot afford to have the broker 
regard him as a competitor. 

The only way for the individual pro- 
ducer to build up a volume of this busi- 
ness is by direct contact with the as- 
sured. Before the individual producer 
should seek fidelity business he should 
learn all he can about the assured’s busi- 
ness, obtain the experience he has had as 
to losses, learn all he can about the 
character of the assured, and find out 
the right man to see. 

Then they should sell 
needs, not what he wants. 

The producer should be sure that he 
represents a company that will settle 
claims liberally and in the spirit of jus- 
tice and also a little in the spirit of ex- 
pediency. A quick claim settlemént is the 
best talking point for a company and 
consequently for a producer. 

In commenting on the phrase so often 
heard, that of “Only a Fidelity Man,” he 
stated: This phrase is used by those who 
fail to grasp the real principles of surety 
underwriting and who fail to understand 
that the basis of all insurance and surety- 
ship is the same basis as the basis ‘for 
fidelity underwriting, which is based of 
character, without which, good morale, 
no insurance, or suretyship could be 
safely written. 

The experience of surety and fidelity 
companies shown over a_ period otf 
twenty-five years shows that the fidelity 
business is most profitable to the com- 


him what he 


panies when properly underwritten. 
This being the case why should the 
fidelity underwriter be referred to as 
“only a fidelity man? Why should he 


not be regarded as the Underwriter of 
Underwriters with the contract and 
judicial underwriters more properly re- 
ferred to as only contact and judicial 
men? 


W. S. Barton, manager of the casualty 
department of the Globe tndemnity, will 
speak today before the Junior Course in 
Casualty Insurance on the history and 
organization of automobile insurance. 





Than That 


business for you, 


late Glass premiums. Write 
flome Office 


in this campaign. 


literature. 
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Appeal 
Is Seventeen Times Stronger 


Research men in actual advertising tests have proven that 
impressions received through the eye are seventeen times more 
effective than those received through the ear. 

Standard Advertising is designed to give your prospects a 
good opinion of your business connection—and to secure new 

. . . . = 

\t present we are conducting a Direct-mail Campaign for 

for a sample portfolio of mailing pieces used 


You will find Standard Advertising to be real sales producing 


This is an opportune time to push Plate Glass insurance. 
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Elimination Period 
Results Yet in Doubt 


H. & A. LOSS RATIOS STILL UP 


May Be Due to Too Ready Acceptance 
Of Risk Points Out H. G. Helm, 
United States F. & G. 


An attempt to discover if the two weeks’ 
elimination period as written with acci- 
dent and health policies was cutting down 
the high loss ratios of the companies writ- 
ing accident and health insurance as ex- 
pected by its adoption has resulted in the 
bringing together of comparative figures 
of policies written with the elimination 
period and those without and the drawing 
of a rather pessimistic conclusion though 
a hopeful one from H. G. Helm, under- 
writer of the accident and health depart- 
ment of the United States Fidelity & 
Guaranty. 

Mr. Helm says: 

“The use of a rider on a regular health 
policy or a special form of contract elimi- 
nating two weeks of any period of disa- 
bility has become very popular recently 
with the insurer. Almost all companies 
have forms for issuing this type of pro- 
tection and some of them have attempted 
to popularize its sale by paying a larger 
commission. 

“Before taking up the question of what 
should be the benefit to the company and 
the insuring public, it may be well to look 
over a few statistics. In reviewing 19,075 
claims paid under commercial — health 
policies with first day coverage it was dis- 
covered that 12,419 ended within fourteen 
days, or in other words 65.11% of the 
number of claims presented were disposed 
of for fourteen days or less of disability ; 
387,731 days of disability were paid under 
the 19,075 claims and 194275 days or 
50.11% of all liability was comprised of 
claims for fourteen days or less. 

“Naturally after reviewing such figures 
we would expect a material decrease in 
the loss ratio where a waiting period has 
been employed. 

_ “In reviewing almost 750 cases having 
fourteen days eliminated, we have the fol- 
lowing figures: 
Karned Premium Total Losses Loss Ratio 

$19,465 582 

“The loss ratio is only between 414 and 
5% less than the total for all forms of 
policies while the credit or reduction in 
premium allowed for the curtailment of 
benefits was on the average only about 


25%. 


33, 


Why Loss Ratio Is High 

“Just why the loss ratio has not. been 
reduced at least one-third needs quite a 
bit of explaining and there are only two 
reasons that I can see. 

“First, underwriting has been more lib- 
eral and cases have been accepted under 
this form which ordinarily would not be 
eligible for first day coverage. 

“Second, the moral hazard seems strong 
enough to surmount any obstacle. 

.. However, even in the face of these sta- 
tistics, I still have a little faith left in 
the waiting period. 

“Some of the policies issued recently 
have reduced the premiums 40% and I 
believe that this saving will prove to be 
attractive enough to extend the sale of 
the elimination period to such a degree 
that the average honesty of the insuring 
public will begin to operate. 

“The cost of health insurance has re- 
cently been so high that the average per- 
son has looked upon it as a luxury. she 
duty of the insurer is to reduce the cost 
until no one can afford to be without it. I 
hope the two weeks’ waiting may prove to 
be a material aid to bringing about this 
condition.” 

WILLIAM B. JOYCE RETURNS 

William B. Joyce, chairman of the 
National Surety, returned to New York 
Monday from the Pacific Coast to attend 
a board of directors’ meeting scheduled 
for January 20. 








FIRST AID FOR FACTORIES 


A bill has been introduced in the 


New York State Legislature amending 
the labor law, requiring employers t? 
furnish nursing and first aid service 
factories, 
lishment. 


mercantile and other estab- 
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Legislatures of Many 
States in Session 


IN N.Y. 





MONOPOLISTIC BILL 


Many Insurance Bills Expected to be 
Introduced; Compulsory Automobile 
Bills Being Studied 


With a number of State Legislatures 
going into session this week virtually 
all these state bodies have convened 


and it is expected that a large number 
of important insurance bills will be 
brought up in the course of these ses- 


sions 

In New York State, now in session, 
Senate Bill Introductory Number 36, a 
monopolistic state fund compensation 


bill, has been introduced by Mr. Down 
ing and has been referred to the com 
mittee on labor and industries. The 
Fitzgerald bill is apt to come up in Con- 
gress at any time. In Pennsylvania, 
New Jersey and Massachusetts commit 
tees are studying the question of com 
pulsory automobile insurance. The fol 
lowing states are believed to be favor 
able to compulsory auto insurance 
though whether bills along this line will 
be brought up is problematical: Arkan 
sas, Colorado, Connecticut, Georgia, 
Iinois, Indiana, Maine, Minnesota, Mis 


souri, Montana, Nebraska, New York, 
Rhode Island, South Dakota, Tennes- 
see, Texas, Vermont and Wisconsin. 
Legislatures that went into session this 
eek are: Arizona, Arkansas, Idaho, 
Iinois, Jowa, Kansas, Oregon, South 
Carolina, Texas, Utah, West Virginia, 
Wisconsin and Wyoming. Other state 
Legislatures now in session are: Califor 


nia, Colorado, Connecticut, Delaware, 
Indiana, Maine, Massachusets, Minne- 
sota, Missouri, Montana, Nebraska, New 
Hampshire, New Mexico, *New York, 
North Carolina, North Dakota, Ohio, 
Oklahoma, Pennsylvania, Rhode Island, 


t 


N. Y. Plate Glass to 
Write Casualty Lines 


PLANS TO CHANGE ITS NAME 


Will be Known os New York Casualty 
Company; Increase in Capital and 
Surplus Planned 


At a meeting of the board of directors 
of the New York Plate Glass a program 
of expansion which will enable the com- 
pany to conduct a general casualty busi- 
ness with increased financial resources 
that will be submitted to the company 
stocxholders on February 3 was adopted. 

According to the plan the name of the 
company will be changed to New York 
Casualty Company and the charter 
amended to write casualty and surety 
lines. By the issuance of $250,000 capi- 
tal the company will increase its capi- 
talization to $750,000. This would make 
the company’s surplus fund total $1,250, 
000. 

The New York Plate Glass Company 
has made a fine reputation for itself both 
for loss adjustment and general handling 
of its business. This move is deemed 
advisable by the management of the 
company on account of the increased de- 

mand by agents for more complete 
facilities in the writing of their general 
lines. 

Up to the present the company has 
confined its writings to plate glass busi- 
ness and with its present agency organ- 
ization is in an excellent position to 
secure a satisfactory volume of desir- 
able business. 

The company was organized in 1890 
and commenced writing business early 
in 1891. Its total assets are about $2,- 
400,000. J. Carroll French is president. 


South Dakota, Tennessee, Vermont and 
Washington. 

The Florida Legislature convenes on 
\pril 7; Georgia, June 24; Nevada, Jan- 
uary 19, and Alaska, March 2. 


Out Of The Frying 
Pan And Into The Fire 


MICHIGAN TAX 


Insurance Companies Escape One Taxa- 
tion Measure, But Now Face 
Possibility of Another 


SITUATION 





Michigan insurance interests that have 
been jubilating over the failure of a plan 
to raise the tax on foreign insurance 
companies’ business in that state which 
would have forced the Michigan com- 
panies to pay a retaliatory tax in other 
states, are now facing the _ possibility 
form of insurance tax 
being levied during the current session 
of the Michigan Legislature. This pos- 
sibility has arisen by the filing last week 
of a special report of the state tax 
commission in which it is charged that 
insurance interests are being specially 
favored under the existing tax situation 
This report goes exhaustively into Michi 
gan’s taxation system, points out ap 
parent inequities and recommends num 
erous changes. 

It devotes several paragraphs to the 
taxation of insurance companies in 
which it is contended that, due to the 
fact that insurance companies are now 
permitted to deduct their debts from 
“all” of their personal property rather 
than to deduct them from their credits, 
as is required of other classes of busi 
ness, they are going nearly tax-free. 

The first paragraph of the report in 
reference to insurance taxation, says: 
“Under the present system of assessing 
taxable property of insurance companies, 
such companies really enjoy special 
privileges not granted to any other 
class of business enterprise, in that they 
are permitted to deduct their debts from 
all their personal property. All other 
classes of business in Michigan are per 


of some new 


‘ 


mitted only to deduct debts from 
credits. Not only that, but these com- 
panies are permitted to include in their 
liabilities their legal reserve.” 

The commission continues with a state- 
ment that because of this situation, in- 
surance companies in Michigan have 
paid “practically no general property 
tax except on ‘the very small amount of 
real estate they own.” It then recom- 
mends that this condition be remdied by 
amendment of the act. 


Baptiste and Curry 
Leave Equitable Surety 


Insurance men were surprised to hear 
early this week of the resignations of 
John Baptiste, vice-president and gen- 
eral manager of the Equitable Surety, 
and John F. Curry, a director, from that 
company. Mr. Baptiste recently re- 
signed as superintendent of agents of 
the Metropolitan Casualty to go with 
the Equitable and is resigning his pres- 
ent position because of a divergence of 
opinion as to underwriting policy and ad 
ministration. Mr. Curry is understood 
to have resigned for this reason also. 
Mr. Curry has been prominent in cas- 
ualty and surety circles, as has Mr. 
Japtiste, and is president of the John 
Kk, Curry Agency, Inc. 


N. Y. Legislature Will 
Investigate Labor Dept. 
One of the first acts of the New York 
Legislature, in session this week, was 
the introduction of a measure calling for 
legislative investigation of the Depart 
ment of Labor. As far as is known the 
inquiry is to determine the reasons for 
delays in the settlement of cases before 
carrying out the recommendations of 
Governor Smith that the membership ot 
the board be increased from three to 
five. The resolution was put in by 
Majority Leader Knight and is schedule | 
for immediate adoption. 
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A Good Start for 1925 


Sprinkler Leakage 


VERY indication for 1925 is that it will be a prosperous year. 
4 Financial and business experts predict a banner year in business. 
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with proper insurance protection in their business plans for the year. 
Maryland protection is a good investment. 
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Maryland Casualty Agents, with a full line of Casualty Insurance 
and Surety Bonds, are in an excellent position .to help their clients 
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the remarkable 


Since 
Shibboleth of The Prudential, “If every 


success of the 
wife knew what every widow knows 
every husband would be insured,” there 
has been quite a scurrying around for 
slogans on the part of a few insurance 
companies. It is generally conceded that 
The Prudential has a classic of the 
very first degree. Slogans particularly 
appeal to the public which catches its 
ideas on the run, largely from headlines, 
and that has often been proved. You 
have all heard of “Eventually, Why Not 
Now?” “Ask the Man Who Owns 
One,” “Take No Substitute.” 
* * x 


A Lucky Telephone Girl and a Clever 
One 


But, if another nail were needed to 
drive home this efficacy of the slogans I 
heard from the lips of a New York pub- 
lisher—one of the Doubleday, Page 
crowd—a story which furnished the last 
word of proof. It seems that Double- 
day, Page & Co. have been printing and 
advertising to the four corners of the 
country a set of books which have 
caused a sales sensation. These are two 
books on “Etiquette” which it develops 
were written by a telephone girl with- 
out previous literary experience and no 
inside knowledge of any kind about 
manners of the socially elect. But the 
subject was one which always fascinated 
her and she took all books on the sub 
ject written from Lord Chesterfield’s 
time, studied them with minute care and 
rewrote them in a style easy to read. 
It cost the publisher about 46 cents to 
print the two books. Clever artists were 
hired to draw pictures of social faux pas, 
and page ads were run with a slogan 
at the top, “What is Wrong With This 
Picture?” 

It was the “What is Wrong With This 
Picture ?” that caught the imagination. 
No one could resist the temptation to 
study the pictures and detect the errors. 
An arrangement was also made with 
Magazines of large circulation that if 
they printed the ads for nothing—each 
ad having a coupon at the bottom men- 
honing the name of the magazine run- 
ning the ad—Doubleday, Page & Co. 
would split the net profit on all orders 
which came in through these coupons. 
And, thus the telephone girl is drawing 
royalties of a size such as are known 
only to most popular authors. 

So you can’t blame the publication de- 
partments of the insurance companies 
for becoming interested in such slogans. 

* *k * 


Why Group Insurance Can’t Be Sold By 
Every Company 


_ | asked the chief executive of a life 
Msurance company the other day if his 
company intended to go into the writing 
of group insurance and his answer was 
an emphatic “No.” He has looked into 
the subject quite extensively, not only 
from the standpoint of the popularity of 
8roup insurance with men of big busi- 
ness moment, of which there is no 











doubt, but also from the more practical 
angle of whether his agents can sell it. 

Now, from what he tells me, this is 
the hardest kind of insurance to sell and 
he declares that the companies in the 
field already have such an advantage 
that it would be extremely difficult for 
another company to go into it, unless 
that company is one that has a com- 
manding position in the financial world. 

According to my informant no com- 
pany can make headway in group in- 
surance unless it has a very strong 
board of directors (“strength” meaning 
men of influence in railroads, banking 
and big industry), a board of directors 
consisting of state officials, prominent 
doctors, lawyers in medium sized cities, 
merchants, small manufacturers, etc., 
will not do. The agents of such a com- 
pany might convince half a dozen men 
in a corporation of considerable size that 
their contract is the best, then a direc- 
tor of some other company, a great fac- 
tor in the world of trade, will be ap- 
pealed to at the last minute and swing 
his ‘influence to the company of which 
he is a director. Then the agent finds 
that the corporation he is soliciting is 
under obligations of some sort, if not 
direetly controlled by, a corporation of 
far greater importance and he loses the 
case by an eyelash. Many an agent has 
worked on a group case in Indiana or 
Georgia or Ilinois only to find that the 
real place to solicit the case was in the 
New York office of New York 
multi-millionaire. 

Of course, it should not be understood 
that hundreds of group cases now being 
written are not solicited and sold through 


some 


the same methods by which straight life 
insurance transactions are consummated, 
but there is always a chance for a slip- 
up of somebody at a distance butting in 
on the case at the last minute and walk- 
ing away with it. 
“ae oe 
Gunning For Talent 


I hear that more prominent insurance 
men have turned down invitations to at- 
tend Indiana Insurance Day than any 
event of a speaking nature in the insur 
ance business. This is because the pro- 
moters of that interesting event have 
been so keen to get headline stars that 
they have approached many insurance 
presidents. What they wanted was a 
“knockout” of speakers, such a galaxy 
that the business would be talking about 
its brilliance for months. But it is not 
easy for the president of an insurance 
company or a United States manager to 
make the ‘journey from New York, 
Philadelphia or Hartford despite his 
willingness to oblige and his desire to 
see Indiana Insurance Day a success. 

Despite obstacles a really good turn- 
out of speakers will be on hand, and 
Chairman Frank Chandler and others 
will give a show that will be very much 
worthwhile. 

x ok * 
Clever Publicity Man 

The cleverest letter sent to daily 

papers with insurance news presented for 


the consideration of the editors is thi: 
one, which the National Surety uses 
The City Editor. 
Dear Sir: 


The National Surety Company has 
the honor to transmit the 
information. 

Very 


enclosed 


faithfully yours, 
Information Department. 
x Ok Ok 
Reporter to Marry Sculptor’s Daughter 
Roger A. Crane, who has gone to th: 
New York office of The National Un 
derwriter, has figured extensively in the 
society columns of Chicago papers re 
cently, for his engagement to Miss 
Jesse Louise Taft, has been announced. 
Miss Taft is the daughter of Lorado 
Taft, the well known sculptor of Chi 
cago, whose work is known world-wide. 
Crane is a graduate of Dennison Uni 


versity and carries a Phi Beta Kappa 
key. 
kok Ok 

Princeton Honored Blind Agent 

Tue Eastern UNperwrirer recently 
printed a story telling about the carees 
of Frank Hl. Braislin, a blind insuranes 
agent of East Orange, N. J. Braislin 
was in the class of ‘94 at Princeton 


and spent two years in that college, one 
of his classmates being C. M. Cartwright 
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your time. 


you. 
other. 


MR. BROKER: We can relieve you of a lot 
of work. We cannot take over all of it to be 
sure, but we can help you by handling the de- 
tail in connection with your life cases, thus 
giving you more time for the actual selling, 
the part of the business that you probably like 
best and the part that pays you the most for 
Try us with a case. 
you how this service works, but we can show 
Let’s get acquainted, we may like each 


Call Hanover 4680, Brokerage Dept., Mr. John Mumford 


The GRAHAM C. WELLS AGENCY 
of the 
Provident Mutual Life Ins. Co. 
716 Singer Building, New York 


TT 


We can’t tell 


TCT 








He was back at the 30th anniversary 
of Princeton last June and attended the 


class dinner. The president of the 
class, George C. Winteringer, who 1: 
comptroller at Princeton University 


presented Mr. Braislin and gave him de. 
served praise for what he has done in 
spite of his handicap. 

oe 


Offices of Equitable Officers 


| understand that there is no set of 
insurance officers in the country more 
comfortably or artistically housed than 
are the executives of the Equitable Life 
Assurance Society which is now in its 
new building. Each of the officers has 
an unusually large room in a_ building 
that is the last word for convenience 
and new devices to make an insurance 
company operate with the least amount 
of lost motion and the greatest degree 
of expediency in getting business prop- 
erly and speedily attended to. 

* * 


Suggestion For a Lunch Club of Good 
Fellows 


Although I should be the last man to 
advocate the organization of anything 
new in insurance, as, goodness knows, 
there are enough organizations and asso- 
ciations in the business now—and many 
could be dispensed with—yet, I have 
often wondered why a group of chosen 
spirits in the busniess who are a little 
out of the ordinary run, who are not 
too serious, who have an appreciation 
of humor and who are what is known 
as ‘good fellows,” do not form some kind 
of an insurance lunch club which, say 
once a month, could meet and forget 
about insurance for the nonce. 

While it would be a good fellowship 
organization, at the same time such a 
body of men could draw to the insurance 
district for short talks some of the best 
talent in the city, such as writers, trav 
elers, statesmen, foreign experts, etc. No 
talks need be long, and there could be 
two or three upon each occasion which 
would be very interesting and instructive. 
To such lunches could be invited other 
insurance men who want to skip the 
routine for a couple of hours once a 
month. 

As a nucleus for the club there are 
such spirits as Vineent L. Cullen, T. J. 
Grahame, “Charley” Enderly, E. A. St. 
John, Bayard Holmes, Chauncey Miller, 


“Bill” Mack, “Bill” Crawford, Lee J. 
Wolfe, Nelson D. Sterling, Wilfred 
Kurth, Paul L. Haid, William Quaid, 
“Joe” Russell, EK. H. Morrell, R. H 
Powner, E. M. Linville, Jesse S. Phillips, 
Fred Koeckert, W. J. Graham, O. EF, 


Schaefer, Sumner Rhodes, Captain Nich- 
olas Muller, Tom Anderson, John S. Turn, 


Alec Monroe, “Tom” Donaldson, E. L. 
Sullivan, Roosevelt L. Clark, T. L. 
LL. Bean, “Jim” Meader, John L. Mee. 


John McGinley, Hart Darlington, Rich 
ard Deming, W. Mackintosh, Henry W 
Marsh, Carl F. Sturhahn, Major Carvallo, 
“Nat” Trautman, Vincent L. Gallagher, 
Sumner Ballard, Carl M. Hansen, D. G. 
Luckett, C. M. Berger, “Jack” Griffin, 
Julian Lucas, Fred Campbell, Job FE 
Hedges, James Victor Barry, “Bert” Ellis, 
John J. King, J. F. Van Riper, A. G. Mar- 
tin, Chester M. Cloud—just to name a few ; 
and, of course, Spencer Welton, Charles 
H. Holland, A. G. McIlwaine, Norman 
R. Moray, Frederick Richardson, Colone! 
Frank I) Layton and Henry W. Gray, 
when they are in town. 


Barron’s Book of Advice to Financial 
Reporters 

One of the most interesting books 
which | have read in sometime is a set 
of rules telling how financial reporters 
can meet and handle people in the 
financial district so that they can get the 
inside track of financial news, together 
with. some human nature observations. 
The author of the book is C. W. Barron, 
president of Dow Jones & Co., publish- 
ers of the “Wall Street Journal,” “Bos- 


ton News Bureau,” Philadelphia News 
Bureau and publisher of “Barron's 
Weekly.” 


Barron is one of the fattest and stock- 
iest built men in the country, but char- 
itable and good natured. In fact, it was 
once said of him at-a banquet that “his 
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He has 
conierence 


heart is as big as his tummy.” 
frequently been called into 
by government officials in connection 
with financial matters; is the author of 
“Wall Street Sermons,” published in the 
“Wall Street Journal,” and is a crack 
forecaster of events. He _ frequently 
runs to some spot of the world where 
big news is breaking and broadcasts not 
only the course of the news, but its 
significance. His hobby is raising pure 
bred cattle Incidentally, he believes 
stenographers make the financial 
reporters 

The soul of all writing, and that 
makes its force, use and beauty, is the 
tion of the writer to serve the reader, 

he fault in news reporting, newspaper 
editing and newspaper management is applica 
tion from the standpoint of self-service and thus 
failure to reach outside of self and to touch the 
interest or the heart of the reader. 

Never write from the standpoint of yourself, 
but always from the standpoint of the reader. 
Economize ‘his time and crowd the most import- 
int facts and determining factors in the smallest 
possible compass that will carry the truth into 
his brain, remembering that the frame is al 
ways part of the picture. The word-framing of 
the truth you endeavor to present may make or 
unmake its value to both the writer and the 
reader. 


best 


which 
anima 


x * 


Wet Note, But Not a Rain Insurance 


Item 
Here’s an item I hope the Prohibition 
Unit will not see 
It is a confession that once in a while 
at an insurance banquet some one pulls 
out a flask and from what in pre-wat 
time would make two highballs the 
division 1s done so actuarially nowadays 
that there are eight. At a recent insur 
ance dinner where the 
tuaries were not 
centage ol 
one of the 
tive said: 
“LT thought I was invited here to speak 
to producers. Instead, | apparently ain 
talking to consumers.” 
x * 4 


A Miss Is As Good As a Mile 


The newsy little publication of the Un 
derwriters Laboratories prints a_ story 
about H. C. Starkey on the burglary pro 
tection staff of the New York office ot 
the Laboratories under the heading: “H. 
(. Starkey Just Misses Taking of 
Surglar.” Write your own head on this 
paragraph if you don’t like the one over 
it now. 


services of ac 
needed as the per 
flasks was more than 2 to & 
speakers, a company execu 


COMMISSION TO MEET 

A meeting of the Pennsylvania com 
Mission considering compulsory liability 
coverage as a pre-requisite for an auto 
mobile license, will hold a meeting in 
Harrisburg next week, preparatory to 
making its final report to the Legislature. 
This commission was named by the 1923 
Legislature after three sessions had de 
feated bills making this requirement. The 
commission has studied laws and pending 
bills in Massachusetts, Ohio, New Jersey 
and other states, and has announced it 
will recommend passage of “a law,” but 
probably will not recommend a_ concrete 
bill for Members of the Legis 
lature will be invited to attend the final 
next week. 


passage. 
session 


ACTUARIAL EXAMINATIONS 


The Casualty Actuarial Society will hold 
the annual examinations for Associates 
and Fellows on May 6, 1925. Application 
blanks may be secured from Richard Fon 
diller, secretary-treasurer of the Associa 
tion, 75 Fulton Street, New York City. 
Applications must be secured prior to 
March 1. The “Recommendations — for 
Study” and past examination questions will 
be furnished on request. Text books are 
loaned to candidates. 


DISCUSS BAIL BONDS 


\t a meeting of the Surety Under- 
writers’ Association of the city of New 
York, at the Railroad Club last week, 


the chief subject of consideration was 
bail bonds. Those who attended dis 
cussed the bond, pointing out what they 


believed to be evils of bonding con- 
firmed criminals. They discussed ways 
and means in which the suretv com 


panies could assist the city authorities 


in dealing with the situation. 


CONTINENTAL AGENCY GROWS 
Vanderpool & Co., Miami, Fla., Now Lo- 
cated in Their New Building; 
Sketch of Founder 


Vanderpool & Co., general agents of 
the Continental Casualty at Miami, Fla , 
are now located in their own building 
which the company built in that city. 
The new building is known as the 
Varaderpool Building. Its front is worked 
out in Tennessee pink marble, combined 
with native cut stone, and presents a 
most pleasing appearance. The interior 
trim and wainscoting of the upstairs 
offices is handsomely finished in native 
red gum, and the entire equipment and 
furniture represents the latest and most 
practical obtainable. 

Fred W. Vanderpool, the 
the company, entered the 
ness ten years apo, 
He decided to become located there 
while visiting one of his classmates, J. 
Kk. Dorn, who at the time had the larg 
est insurance company in that part of the 
country. Following a_ brief 
with Mr. Dorn he withdrew 
his own agency. 

From this start the business of the 
agency has grown to a place of promi 
nence among the leading businesses of 
Miami. The ageney has written thi 
vear in the neighborhood of $300,000 in 
premiums. J. M. Davidson, vice-presi 
dent of the Vanderpool & Co., is man 
ager of the casualty department. 


founder ol 
insurance busi 
locating at Miami. 


association 
to establish 


CHICAGO BURGLARY RATES UP 


Increased Nenher of Crimes and Ease of 
Escape From Punishment by 
Criminals Blamed 


The inerease in the number of crimes 


in Chicago and the apparent success of 
the criminals in escaping punishment is 
as the 


blamed cause of the high burglar: 


rates in that citv which in some instances 
re double 
boring city 

For burglary, theft or larceny insur 
ance the Chicago citizen must pay $6 
per $1,000, while the citizen of Milwaukes 
vets his insurance for half this amount. 
Bank robbery insurance in Chicago is $4 
per $1,000 and only $1 in Milwaukee. 
Personal holdup ‘cover is $7.50 in Chi 
cago and $4 in Milwaukee. 


the rates charged in a neigh- 


Figures from the Chicago crime com 
mission show that the loss in Chicago 
hv robbery and theft during 1924 was 
$2.931,956, an inerease of $400,000 over 
1923 

Police department records disclose that 
5.513 automobiles were stolen last year 
and of these 4.244 were recovered 
Those stolen in 1923 totaled 2,843, with 


2.548 recovered. 


OPEN NEW BRANCH OFFFICES 

The Underwriters Adjusting Company 
of Chicago, which is connected with the 
Western Insurance Bureau, has opened 
two new branch offices, one in Spring 
field, Mo., under E. L. Powers, resident 
adjuster, and one in St. Joseph, Mo., un 
der C. C. Crow, Jr., resident adjuster 
Paul C. Lang, manager of the Kansas 
City office. will supervise with work of 
the Springfield and St. Joseph offices. 
3oth Mr. Powers and Mr. Crow have 
been with the organization for several 
vears. 





W. E. Small, President 


Georgia 


Atlanta, Ga. 
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Part Time Decision in Pennsylvania 
(Continued from page 22) 


and real estate; that he intends to give 
considerable time to the fire insurance 
business in conjunction with his law and 


real estate business; that his office will 
be located in the Dime Bank Building. 
Shamokin, Pa.; that he is not indebted 


to any company or agency for premiums 
unpaid; that he has had no experience 
in underwriting. Is not the chief quali- 
fication of a successful solicitor of insur- 
ance education, intelligence, honesty, and 
a knowledge of the law? We do not 
understand from the stipulation that the 
honesty of the plaintiff is questioned. 
That he is educated and intelligent does 
not appear to be controverted. Who is 
better qualified to quickly assimilate and 
become familiar with the matters set 
forth in the seventh paragraph of the re- 
turn of the defendant than a man edu- 
cated at a well-known university, learned 
in the law, and familiar with real estate 
business? His education will enable him 
readily to assimilate the intricacies of the 
insurance business; his knowledge of the 
law will enable him quickly to under- 
stand and exercise good business judg- 


ment, to comprehend easily the frequent 
changes in insurance customs and new 
forms of insurance protection, changes 


in home-office rulings, commissions. 
proofs of claims, losses and adjustments. 
practice, procedure, and forms of con- 
ducting said business, particularly an 
understanding of proofs of claims; his 
real estate experience enables him to 
properly appraise and understand the 
values of real estate which we appre- 
hend is a very important part of the 
knowledge, training and understanding of 
a solicitor of fire insurance. We are not 
impressed, therefore, with the importance 
placed upon these matters in the return 
of the defendant or with the oral argu- 
ment made to the court in support there- 
of, insofar as such contention is calcu- 
lated to establish the incompetence of 
the plaintiff to perform the duties of 
fire insurance agent or to effect his legal 
right to receive a license so to act as 
provided in section 603 of the Insurance 
Department Act of 1921. 

“We think there is a stronger reason 
for the review of the discretion of execu- 
tive and administrative officers than of 
judyves. Discretion is a natural incident 
to the action of a judge. It is an inci- 
dent to an administrative officer only 
when expressly so granted and the doc- 
trine of a limited construction of the 
grant applied. We find nothing in sec- 
tions 601 and 602 defining insurance 
agents and providing for their appoint- 
ment by insurance companies, or in sec- 
toin 603, of said act, providing how 
agents’ licenses shall be issued, which in 
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any way seems to authorize such an 
arbitrary exercise of discretion on the 
part of the insurance commission which 
is here attempted. The word ‘arbitrary’ 
in his connection is used in no offensiv: 
sense but to signify a determination, on 
the part of the insurance commissioner, 
based on other than those powers indi- 


cated by the statute. When the insur- 
ance commissioner departs from. the 
line of inquiry fixed by law, and bases 


his action on reasons wholly irrelevant 
under the statutory requirement, he 
passes beyond the scope of official dis- 
cretion. The phrase ‘abuse of discretion’ 
does not necessarily imply a willful abuse 
or intentional wrong. It may occur 
through an honest though erroneous 
opinion on the part of the insurance com- 
missioner as to the nature and extent of 
his discretionary power. 

“We think, therefore, that this case is 
free from difficulty. We conclude that 
the Insurance Commissioner of the Com 
monwealth of Pennsylvania was not justi- 
fied in refusing to license as a fire in- 
surance agent one who is a practicing 
attorney and who will devote only a part 
of his time to the insurance business, 
and the other part of his time to his law 
business, for that reason only. We find 
nothing in the Insurance Department Act 
of 1921 conferring such discretionary 
power upon the insurance commissioner, 
and his attempt to exercise such power 
would clearly be an arbitrary abuse of 
whatever discretionary power has been 
conferred upon him by section 603 of the 
said act. 

“We direct that judgment be entered 
in favor of the plaintiff and against the 
defendant for want of a sufficient return. 
The defendant is directed to proceed to 
redetermine the matter, eliminating this 
auestion from his consideration; and, if 
there be no other sufficient reason to 
justify the refusal, to grant the license. 
The costs of these proceedings to be paid 
by the defendant.” 


HELD ANNUAL MEETING 


Compensation Inspection Rating Board 
of New York Elected Governing 
Committee for 1925 


At the annual meeting of the Com- 
pensation Inspection Rating Board, of 
New York, last week, members of the 
governing committee who are to serve 
during 1925, were elected. They are: 


Frank G. Morris, Ocean Accident & 
Guarantee; Norman R. Moray, Hart- 


ford Accident & Indemnity; Charles R. 
Wilder, Liberty Mutual; John L. Train, 
Utica Mutual and manager of the State 
Insurance Fund. 


The proposed amendments to the con- 
stitution in reference to the procedure of 
election of the governing committee 
members for a term of two years and 
dealing with the administration of the 
board’s affairs were not passed. 

Leon S. Senior, manager of the board, 
in his report dealt with the work of the 
board in the matters leading up to the 
revision of rates and set forth what had 
been accomplished in the 1925 manual 
which is calculated to produce an in- 
crease equal to 10.67 per cent. 
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Buster Keaton Contributes 


to the Independence Contest — 
Se 


How to Stop Auto Accidents 


By BUSTER KEATON 


Keep the bus in the 
garage during accident 
hours. 


Furnish jazz _ babies 
with spiked corsets for 
one-arm drivers to prac- 
tice on. 





Allow only one auto 
on each street simulta- 


on Plant rubber trees 
any along highways for re- 


bound parties. 











Turn corners on wet 
pavements as fast as possible. 





Blow your horn immediately after accident; this 


If railroad train is trying to beat you to crossing, will attract witnesses. 
show the engineer up and give him a good scare by ; 
just nicking the cow-catcher of his engine. Speed up when old women are stepping from 


street cars just ahead. You may miss them. 

Protect telephone poles 
with cotton batten pack- 
ing. 


Deepen sewers to 
empty contents of hip- 
pocket flasks in. 

Look in gas tank with . 

> 
lighted matches Use soft water under 
open drawbridges. 





When road-hog street 


car motormen refuse to let you by, crash into their Place nets along moun- 

fenders; it will make them stop to write out a report. tain road edges. 
Equip curbstones with balloon shock absorbers. Hit street cars obliquely instead of head-on. 
Step on gas when passing schoolhouses. Talk back to traffic cops. 
Shoot across intersections at forty miles an hour; ) If your car has two- 








(ay \ wheel brakes, get right 


you'll never get anywhere ay, f/ p/p, behind th f 
: vehind cars with four- 
if you don’t take a 
: i ’ 2?) oles wheel brakes and try to 
chance. x LX 

s ‘ 


stop as quickly as they do. 
Force autos to run in 


reverse gear; in this way 
they will always be back- 
ing away from danger. 





Sell the auto and help 
the street car company 
along. 





Independence Indemnity Company 
Head Office, Philadelphia—Charles H. Holland, President 


All forms of 


A\\N| There was 6 more interesting contri- 
Casualty Insurance and Surety Bonds SE \\ 5 


bution to the Independence Contest 

for plans to reduce automobile acci- 

dents, which called forth contributions 

from forty-six states, from Canada, 

Panama and Hawaii, than this one sub- 

mitted by Buster Keaton, the world- 
famous movie star. 


This Company maintains 
Human Relations with Its Agents, 
Brokers and Policyholders 
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INSURANCE 


NEW YORK 





NS PIFAIAN AN AN AN ANS AN AWS CACMU AS ATS CLT TM i 
TRADE MARKS IN ALL LINES OF 
BUSINESS HAVE SET STANDARDS. 


THE RED ROYAL SHIELD ON AN 
INSURANCE POLICY IS THE ES- 
TABLISHED EMBLEM OF THE BEST 
IN INSURANCE PROTECTION. 


OYAL 


COMPANY LTD 


DEPARTMENTAL OFFICES: 
ATLANTA, GA. 


CHICAGO, ILL. 
Milton Dargan, Manager 


Elwin W. Law, Manager 











BOSTON, MASS. 


Frederick B, Kellam, Manager Field & Cowles, Managers 


SAN FRANCISCO, CAL 
Rolla V. Watt, Manager 














